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MAKE NO PROTEST ON 
LOSS ADJUSTMENTS 


Some New York Agents Complain 
About Bureau, But No Resolution 
Is Passed 








LIST OF MEMBERS ON MAY 1 





Supt. Phillips Refuses to Rule Im- 
promptu That Bureau Must Adjust 
Losses of Members 





No resolution against the adjustment 
of losses of non-board insurance com- 
panies was passed at the convention of 
New York local agents last week, much 
to the disappointment of L. M. Irving, 
of Malone, N. Y., and a few other locals. 
There was some talk about the Bureau 
im the meeting, but the resolutions com- 
mittee gave the explanation that “We 
forgot all about the Bureau.” 

The agitation is based upon the atti- 
tude of non-board company agents who 
in competition make the statement: 
“Our protection is just as good as is 
that of board companies” because the 
General Adjustment Bureau in some 
cases adjusts the losses of both. 


Cross-Examine Superintendent 


The agitators who are trying to force 
action against the Bureau’s handling 
losses of non-boarders say that the Bu- 
reau is not compelled to adjust these 
losses; that it is perfectly legal and 
proper to separate the sheep from the 
goats, despite the fact that some non- 
boarders are members of the Bureau. 
At a dinner in Binghamton some of the 
Bureau critics backed Superintendent 
Phillips against the wall and tried to 
make him give a ruling on this ques- 
tion: “Is the Bureau compelled to ad- 
just the losses-of its members.” The 
Superintendent gracefully evaded the 
issue, saying that he would have to 
think it over. 

Partisans of the present system of 
handling adjustments say that the only 
way to settle the matter to the satisfac- 
tion of the critics would be to rip the 
Bureau apart, drop some of the mem- 
bers, re-incorporate and start all over 
again with a specially selected list of 
companies. On its face it looks as if 
the Bureau cannot consistently and 
legally say it will not adjust losses 
of non-board members, but some of the 
best minds on the street disagree with 
that view, so future developments will 
be watched with interest. 


List of Members 


In the meantime, here is a list of 
members of the General Adjustment 
Bureau, compiled on May 1, 1916: 
Aachen & Munich London & Lancashire 


Aetna Massachusetts F. & M. 
Agricultural ' Merchants Fire 
American, Newark Milwaukee Mechanics 


National-Ben Franklin 
National, Hartford 


American Central 
Assur. Co. of Amer. 


(Continued on page 12.) 
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“Che largest fire insurance company in America” 
ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 


Automobile Registered Mail 
Commissions Rents 

Hail Sprinkler Leakage 
Marine—Inland-Ocean Tourists’ Baggage 
Parcel Post Use and Occupancy 
Profits Windstorm 


CONFLAGRATION PROOF 























North British 
and Mercantile 
Entered United States In surance Co. 


1866 


Established 1809 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 








“FIFTIETH ANNIVERSARY YEAR 


Ra eetiamemenes 


IN THE UNITED STATES.” 
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NEW YORK LIFE 
LIBERALIZES POLICIES 


Broad Disability Features With Double 
Indemnity Travel Benefit Added to 


Policy Forms 


METHOD WITH 
STANDARD 


Applications and Rate Book Also Re- 
vised—Change Effective July 1— 
What Benefits Cost 


NEW SUB- 





An entire new line of policies, con- 
taining important new features, will be 
issued by the New York Life beginning 
to-morrow. All of the new forms, 
which are fashioned after the accel- 
erative endowment, will be issued with 
disability benefits providing for waiver 
of premium payments from the time of 
total disability with no deductions, pay- 
ment of instalments before age 60 and 
double indemnity or double the face of 
the policy to be paid if the death of 
the insured is caused by accident while 
traveling as a passenger. To the 
regular forms has been added a new 
plan to be known as “Life-Premiums 
to age 60” or “65.” This form will be 
issued on sub-standard lives, but the 
ages will not be advanced as hereto- 
fore, an extra premium will be charged, 
slightly less in amount than the extra 
premium would be if the age was ad- 
vanced. 

What the Changes Are 

Besides the increased disability bene- 
fits and additions, the Company has 
made other changes in the policy forms. 
Hereafter all policies will be incontest- 
able after two years instead of after 
one year and they limit the Company’s 
liability to the return of the premium 
paid in event of self-destruction during 
the first two years instead of the first 
year. With the exception of 10, 15 and 
20-year endowment forms they provide 
for loan, cash surrender, paid-up and 
continued insurance values after three 
premiums have been paid instead of 
after two premiums. Endowments to 
run 20 years or less are non-forfeitable 
after two annual premiums have been 
paid as heretofore. 

New application forms and a new rate 
book have also been prepared. 


Disability Benefits Vary With Plan 

All of the policies will be issued in 
three ways: With disability and double 
indemnity benefits; with disability and 
without double indemnity benefits; and 
without either disability or double in- 
demnity benefits. 

The disability features of the new 
policies vary somewhat with the plan of 
insurance. In ordinary life and limited 
payment life, instalment payments are 
made of one-tenth of the face of the 
policy annually during the lifetime and 
continued disability of the insured. If 
the policy matures by death before the 
face amount shall have been paid, the 
balance of the face amount shall be 
paid in one sum. 

In endowment forms, instalment pay- 
ments are made equal to one-tenth of 
the face of the policy annually during 
the continuance of the disability of the 
insured until death or the maturity of 
the endowment. Upon due proof of the 
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death of the insured within the en- 
dowment period, or upon maturity of 
the endowment, the face amount of the 
policy will be paid without reduction 
for any disability instalments that may 
have been paid. 

All forms of accelerative endowment 
contain the same disability benefits as 
in present policy. These are: 

Instalment payments of one-tenth of 
the face of the policy annually until the 
face amount has been paid. In event 
of death or maturity of policy as an 
endowment before the face amount has 
been paid, the balance of the face 
amount shall be paid in one sum. 

Policies issued on the ordinary life, 
10, 15, 20, 25 and 30-payment life, and 
all forms of accelerative endowment, 
will contain the same disability benefits 
after age 60 as contained in policies 
now written. 


Double Indemnity Benefit 


The Company will include, if re- 
quested, the double indemnity benefit 
in all forms of policies issued after 
July 1 which provide for disability 
benefits, but no policy will be issued 
with the double indemnity benefit un- 
less the disability feature is included. 
New “Life-Premiums to 60” Contract 

The new contract is in two forms, 
one with premiums payable until the 
insured reaches age 60, the other with 
premiums payable until the insured 
reaches age 65. Besides providing for 
the usual waiver of premium in case of 
disability, the Company guarantees to 
pay an amount equal to one-tenth of 
the face of the policy annually during 
the lifetime and continued disability of 
the insured without any reduction in 
the amount payable in event of death. 
Under the “60 policy” the disability 
benefits take effect in event of dis- 
ability before age 60; under the “65 
policy,”’ before age 65. The “60 policy” 
wili be issued only at ages up to 45, 
and the “65 policy” at ages up to and 
including 50. 


Life Income Feature 


These policies contain a clause pro- 
viding for the payment of instalments 
which reads as follows: 

“Life Income to Insured.—One year 
after the anniversary of the policy next 
succeeding the receipt of such proof 
(of total and permanent disability) the 
Company will pay the insured a sum 
equal to one-tenth of the face of the 
policy and a like sum on each anni- 
versary thereafter during the lifetime 
and continued disability of the insured. 
Such income payments shall not reduce 
the sum payable in any settlement of 
the policy. The policy must be re- 
turned to the Company for indorsement 
thereon of each income payment.” 


Complete Disability Section 


The disability section of the 20-pay- 
ment life policy is here given in full: 

Total and permanent disability bene- 
fits—Whenever the Company receives 
due proof, before default in the pay- 
ment of premium, that the insured has, 
subsequent to the delivery hereof, be- 
come wholly disabled by bodily injury 
‘or disease so that he is and will be 
presumably, thereby permanently and 
continuously prevented from engaging 
in any occupation whatsoever for re- 
muneration or profit, and that such 
disability has then existed for not less 
than sixty days—the permanent loss of 
the sight of both eyes, or the severance 
of both hands or of both feet, or of one 
entire hand and one entire foot, to be 
considered a total and permanent dis- 
ability without prejudice to other causes 
of disability—then 

A. If the disability occurred before 
the insured attained age 60.—1. Waiver 
of Premium.—Commencing with the an- 
niversary of the policy next succeeding 
the receipt of such proof, the Company 
will on each anniversary waive payment 
of the premium for the ensuing insur- 
ance year, and, in any settlement of 


the policy, the Company will not deduct 
the premiums so waived. 

2. Instalment Payments.—One year 
after the anniversary of the policy next 
succeeding the receipt of such proof, 
the Company will pay the insured one- 
tenth of the face of the policy, and a 
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like sum on each anniversary thereafter 
during disability until the face of the 
policy has been paid. After the face 
amount has been paid in instalments, 
the Company will continue to pay a 
sum equal to one-tenth of the face 
amount annually during the remainder 
of the lifetime and continued disability 
of the insured. If the policy matures 
by death before the face amount shall 
have been paid in instalments, the 
balance of the face amount shall then 
be payable in one sum. The policy 
must be returned to the Company for 
indorsement thereon of each payment. 

Each instalment payment shall re- 
duce to that extent the face of the 
policy. The loan and surrender values 
provided for under sections 3 and 4 
shall be calculated for the reduced in- 
surance on the basis employed in said 
sections, the same as if the waived 
premiums for the reduced insurance 
had been paid as they became due. Any 


indebtedness on the policy shall be so 


far settled out of each such instalment 
payment as to reduce the balance of 


the indebtedness to a sum never ex- 
ceeding the then cash surrender value 
of the reduced face amount. After the 
face amount has been paid in instal- 
ments the policy shall have no loan, 
surrender or insurance value. 

B. If the disability occurred after the 
insured attained age 60.—1. Waiver of 
Premium.—Commencing with the an- 
niversary of the policy next succeeding 
the receipt of such proof, the Company 
will on each anniversary waive pay- 
ment of the premium for the ensuing 
insurance year, and thereupon the face 
of the policy will be reduced by a sum 
equal to each premium so waived, the 
premium thereafter will be correspond- 
ingly reduced, and all benefits under the 
policy shall be calculated for the re- 
duced insurance on the same basis as 
if the premiums for the reduced insur- 
ance had been paid when due. 

2. The instalment payments provided 
for if disability occurred before the in- 
sured attained age 60 shall not apply if 
disability occurred after age 60. 

C. Recovery from disability —The 
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at the death of the insured. 
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A MAN ASKED RECENTLY 


GERMANIA LIFE INSURANCE 
COMPANY of New York | 


is writing so much more business now than it wrote in 


One Reason Is 
A NEW WAIVER and ANNUITY CLAUSE 


which provides, in case of disability, for the payment of 
10% OF THE FACE AMOUNT of the policy each year during 
the lifetime of the insured and the payment of the 


FULL FACE AMOUNT of the policy to the Beneficiary 


Another Reason Is 


Scores of good life insurance salesmen have learned that 
the Germania is the company for 


MEN WHO WANT TO GROW 


If YOU are a man of that type it will pay you to com- 


T. Louis Hansen, Superintendent of Agencies 
50 Union Square, New York, N. Y. 


“Why is it that the 


























Company may at any time and from 
time to time, but not oftener than once 
a year, demand due proof of such con- 
tinued disability, and upon failure to 
furnish such proof, or if it appears that 
the insured is no longer wholly disabled 
as aforesaid, no further premiums shall 
be waived nor instalment payments 
made; and if the insurance shall then 
have been reduced under any of the 
foregoing provisions, such reduced in- 
surance shall thereafter be the face of 
the policy and the premiums thereafter 
falling due and all benefits under the 
policy will be reduced accordingly. 


What the Benefits Cost 

The additional cost of policies carry- 
ing full benefits is slight. Following is 
given the actual increase in the regular 
premium on two policy forms contain- 
ing disability and double indemnity 
benefits over the same policies without 
the benefit figured for $1,000 insurance: 


Ordinary 20-Pay- 
Age Life ment Life. 
Te ae $ .49 $ .65 
Sere ae 55 71 
OR ne 62 76 
eee a 82 
_ RIO eee .84 93 
___ SRE ae Sear e 1.02 1.07 
__ ene 1.31 1.18 
ee eee 1.75 1.33 


Double Indemnity Feature 

The clause providing for double in- 
demnity follows the insuring clause and 
reads: 

“Or—(double the face of this policy) 
—Dollars upon receipt of due proof that 
the death of the insured was caused 
directly by accident while traveling as 
a passenger on a street car, railway 
train, steamship licensed for regular 
transportation of passengers, or other 
public conveyance operated by a com- 
mon carrier. and that such death oc- 
curred within sixty days after such 
accident.” 


HOW HE STOPS LAPSES 








Creates Interest in Company and Gets 
Co-operation of Other Members 
of Family 





Samuel Haupt, a Metropolitan Life 
agent in the Flatbush district, has made 
an unusual record for low lapse rec- 
ord. In explaining how he works to- 
ward preserving his policies, Mr. Haupt 
says: 

“T endeavor during the course of col- 
lections to gain the good will and con- 
fidence of policyholders. If there be 
any weaklings anywhere, I get busy 
and clear them away. I tell the people 
what the Metropolitan is doing for them 
—of the millions of dollars it pays in 
claims month by month and year by 
year. I speak of its enormous business 
and its millions of policyholders. People 
like to know about these things. They 
want to hear what their Company is 
doing. 

“When I face a lapse, I always try to 
consult the person who is interested 
in keeping up the policy. I talk to him 
or her about the amount of insurance— 
not of the premium. What interests 
and holds policyholders, is the insur- 
ance money. Sometimes I find that 
lapsing is just a notion. There is no 
particular or proper reason for it. When 
this is the case, I advise a postpone- 
ment until the next anniversary of the 
policy. By that time the parties have 
changed their minds and think too much 
of their policy to lose it.” 

Of the 45 industrial policies issued to 
Mr. Haupt for the four months ending 
April, 1916, but one has lapsed. He has 
steadily advanced in production from 
ten cents per week increased with $17,- 
500 for 1911, to a quarter of a dollar 
weekly increase and nearly $28,000 for 
1914, and about twenty dollars increase 
with $30,000 ordinary in 1915. 


CLOSED $200,000 CASE HERE 

General Agent Jones, of the Equitable 
Life Assurance Society, Indianapolis, is 
in New York with’ his daughter, who 
has just been graduated from Wellesley. 
While here Mr. Jones wrote a $200,000 
policy. 
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Members and Guests of New England Life Insurance Congress 
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The accompanying cut is a photograph of the delegates and guests of the New England Life Insurance Congress, recently held in Providence, Rhode Island. 


It was the third of a series of New England congresses which have been cumulative in the interest and value of the proceedings. 


Every man who attends leaves 


with the firm belief that he has been greatly benefited by the discussion and mixing with other members of the life insurance fraternity. The picture reproduced 


herewith was taken in front of the Pomham Club, a few miles from Providence. 
of the Phoenix Mutual, No. 4 being Manager Wells, of Connecticut; No. 5, A. C. Edmunds, and No. 6, Winslow Russell. 
who delivered a talk on salesmanship; No. 10 is C. C. White, of the Puritan Life; No. 11, Maurice H. Stearns, of the John Hancock; No. 12, E. A. Woods, of Pitts- 


burgh, President of the National Association of Life Underwriters; No. 13, Mr. Woodbury; Equitable Life. 
No. 14 is Jed Jones, Equitable. 
William C. Johnson, Inspector of Agencies, Equitable Life. No. 19, Mr. Crum, Equitable Life. 


ence Schaal, of the Equitable Life. 


LIFE BLANKS 





Amendments Made by Committee of 
the National Convention of Insur- 
ance Commissioners 





The Committee on Blanks of the 
National Convention of Insurance Com- 


missioners has made the following 
amendments in the life insurance 
blanks: 

6. Page 3, line 3. Amend to read as 
follows: 

3. (a) For total and permanent dis- 
ability 

Premiums waived during 
ie DORE hconcctongeeoseess 


Payments made to policy- 

hoiders during the year.... 
(b) For additional acci- 
dental death benefits....... a 

Reason.—To set forth clearly the 
transactions relating to total and per- 
manent disability benefits; recom- 
mended by the sub-committee after 
conferences with representatives of the 
life insurance companies. 

7. Page 5, line 35. Insert after the 
word “Policyholders” the following: “to 
and including (month)...... (day).... 
1916,” the line as amended to read, 
“Dividends declared on or apportioned 
to annual dividend policies payable to 
policyholders to and including (month) 
(day).... 1916, whether con- 
tingent upon the payment of renewal 
premiums~or otherwise.” 

Page 5, line 36. Insert after the 
word “policyholders” the following: 
“to and including (month)...... (day) 

.. 1916,” the line as amended to 
read, “Dividends declared on or appor- 
tioned to deferred dividend policies pay- 
able to policyholders to and including 
(month)...... (day).... 1916.” 

Reason.—To indicate clearly what 
proportion of these dividends are de- 
clared or apportioned and set up as a 
liability by the companies. 

8. Page 7, line 28. Amend to read, 
“Losses and claims settled during the 
year, in full $..... ; by compromise 
ae ; by rejection $..... x4 

Reason.—To correct previous inac- 
curacy and provide place for claims 
rejected. 

9. Page 8, line 1. Amend to read, 
“Gross premiums received during the 
year per items 12 and 18, page 2.” 

Reason.—To indicate that premiums 
for total and permanent disability bene- 
fits are not to be included with the 
life premiums. 

10. Page 10, line 10. Amend to read, 


“Balance of note assets at the end of 
year, per line 5, page 4.” 

Reason.—To indicate that this item 
is to agree with the corresponding asset 
item. 


11. Page 16, Schedule D.—Part 1. 
Change caption of column headed, 
“Year of” to read “Date of.” Divide 
the column appearing under above cap- 
tion headed, “Maturity” so as to show 
both year and month, as follows: 


Date of 
Maturity Option 
Year Month 


Reason.—To facilitate the checking 
of the amortized value of bonds. 


12. Page 18, Schedule E. Amend to 
conform to amended Schedule N of 
stock fire blank. 


Reason.—See paragraph 3. 


NEW PHILADELPHIA GEN. AGENT 





Charles C. Blanchard Succeeds W. A. 
Larner, Who Continues as Associ- 
ate of Agency 





Charles C. Blanchard, who resigned 


April 30 as general agent for the 
Northwestern Mutual Life in Rhode 
Island and Southeastern Massachu- 


setts, with headquarters at Providence, 
has been appointed general agent for 
the Connecticut Mutual Life at Phila- 
delphia. He succeeds W. A. Larner, 
who will continue with the Philadel- 
phia agency as associate general agent 
in order to devote his entire time to 
personal production. 





TRAVELERS GROUP MANAGER 





William F. Chamberlin, Comes From 
Dayton to Take Charge—Was Manu- 
facturing Engineer 





William F. Chamberlin, who for the 
past six years has been an agent of the 
Travelers in Dayton. O.. annearing each 
year on its honor roll of the largest life 
producers, has been made sunerintend- 
ent of the group insurance division of 
the Travelers and has removed from 
Dayton to Hartford. Previous to his 
entering the ranks of the Travelers, 
Mr. Chamberlin was a manufacturing 
engineer. He is an alumnus of Deni- 
scn University and the University of 
Michigan, and a member of the Ameri- 
can Society of Mechanical Engineers. 





Reading left to right, the first seven men among those seated are representatives 


No. 


No. 9 is a Providence advertising man, 


Between Messrs. Woods and Woodbury is Mrs. Flor- 
No. 15 is George H. Collett, State Mutual Life. 


16, Mr. Chase, Equitable Life. No. 18, 





LABOR UNION DECISION 





Issue Revolves About Recovery of 
Death Benefits After Illegal Ex- 
pulsion of Union 





The Appellate Division of the Su- 
preme Court, New York, has rendered 
a decision in the case of Annie Crogan 
vs. Achilles Persion, as treasurer of the 
International Hod Carriers and Build- 
ing Laborers Union of America. The 
point at issue was the recovery of death 
benefit from an international union 
after illegal expulsion of a local union. 
The decision is digested as follows: 


Although there may have been a 
question of fact whether members of 
a local union paid their respective 
shares of the per capita tax within a 
reasonable time, determined by a 
uniform course of dealings during which 
strict compliance had been waived, 
nevertheless, as there was no request 
to have it submitted to the jury it was 
not the theory of the defense, such 
question must be deemed to have been 
left to the trial court and to have been 
determined in favor of the respondent. 

An amendment of the constitution of 
an international union by referendum 
vote, and not by vote in convention. 
as provided in the constitution, held 
illegal, and an attempted suspension 
of a local union based thereon, held 
not to affect vested rights of members. 

Printed matter in the membership 
due books provided by the international 
union and issued by a local union which 
conflicted with the provisions of the 
constitution, held not to bind members, 


Upon the contention that plaintiff 
failed to prove compliance with the con- 
stitution as to presenting certificates 
of death and payment of dues, held 
that it being the duty of the financial 
secretary of the local union, enjoined 
by the constitution of the international, 
union, to transmit such certificates and 
the due books to the international 
union, in performing that duty he was 
acting as its agent. 

An amendment of the complaint al- 
lowed on appeal, which was in support 
of the judgment and did not prejudice 
the defendant with respect to the merits 
of the defense. 

Questions raised for the first time 
on appeal will not be considered. 

The defendant held entitled to de- 
duction from death benefits respec- 
tively of amounts of dues unpaid at 
the time of the deaths of members, 


CHANGING TO OTHER FORMS 





Why It Is Not Permitted to Change 
Ordinary or Twenty-Payment to 
Convertible 





A representative of the Equitable As- 
surance Society recently put this ques- 
tion to the Society regarding changing 
tc different policy forms: 

“Does the rule which provides for 
changes for the same amount of insur- 
ance to any plan with a higher rate of 
premium without medical examination 
by payment of difference in premiums 
with interest, also permit a change say 
from the Ordinary Life or the Twenty 
Payment Life to the Convertible plan?” 

To which the following answer was 
g'ven: 

No. ‘The Convertible policy is on a 
lower reserve basis and for this reason 
as well as on account of special compli- 
cations arising from the smaller scale 
of loadings included in the premiums, 
such changes could not be permitted. 





INVOLVES BENEFICIARY CLAUSE 





Insured Survived Beneficiary and “Ex- 
ecutors, Administrators” and “As- 
signs” Claimed Proceeds 





The Aetna Life issued a policy for 
$25,000 in 1875 on the life of Henry 
Van Boil of this city, which became due 
in April, 1915, when he died. The bene- 
ficiary was Mary B. Van Boil, his 
daughter, but she died before the in- 
sured and her husband, Herbert Cum- 
ins, brought suit against the Van Boil 
estate and the Aetna Life. 

The case involved the interpretation 
of the clause, “to his daughter, Mary 
B. Van Boil, her executors, administra- 
tors, or assigns.” The New York Su- 
preme Court decided in favor of Cumins 
as executor of the estate of his wife. 





DROPS “CUT-RATE” POLICY 

The Pacific Mutual Life has notified 
Lawrence Priddy, vice-president of the 
National Association of Life Under- 
writers that it will discontinue its low 
loading policy August 1. This action 
was due to Mr. Priddy’s efforts to elimi- 
nate these low priced forms. 





George A. Knight, of San Francisco, 
nominator of William H. Taft for presi- 
dent in 1908, who died Tuesday, was at 
one time insurance commissioner of 
California. 
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SOUTHERN LIFE INSURANCE 


Its Strength and Importance 


By Robert F. Moore, Agency Secretary 
Southern States Life Insurance Co., Atlanta 


This article was written by Mr. Moore for the “Manufacturers’ Record.” 








An idea seems to have been spread 
abroad, particularly throughout the 
Southern States, that no life insurance 
company which was organized in the 
South has ever made a success, and 
that failures of life insurance com- 
panies are confined to the South. 

This is very far from being correct, 


for while it cannot be denied that there - 


have been many instances of lack of 
success on the part of life insurance 
organizations during the last 100 years, 
the record, so far as it concerns the 
South, does not by any means show 
that this unfortunate condition has been 
confined to that section of the country. 

From the following analysis of com- 
panies which have gone out of business 
it will be seen that, while the States 
comprising the southern portion of the 
country are responsible for 72 com- 
panies which have either reinsured, re- 
tired from business or failed, the other 
sections of the country show 216, or 
just three times as many. 

Companies Which Failed 

The following is a list giving the 
number of companies in various States 
which have failed to make good since 
1813: 








Southern States TOE Scssccvcvesese 10 
Louisiana ......... 10 Indiana  .......+6. 15 
North Carolina .... 9 Pennsylvania 
Kentucky  ...ccccce 2 re 1 
Tennessee ....00000 8 Rhode Island .... 3 
WEE cnvcoesscceses 8 New Jersey ...... 13 
Georgia 6 West Virginia ... 2 
Alabama 5 Missouri ......00 15 
Virginia § Vermont ...cvcccee 1 
Arkansas 3 New Hampshire .. 1 
Maryland 3 Massachusetts 2 
Oklahoma 2 Delaware ......00. 5 
PICTGS cecces cos «S aeeupes aenseoier 4 
South Carolina .... 3 California ........ 4 
Mississippi ........ 1 Tilimois  ..ccesscese 26 

— Michigan ......... 3 

Ge. saasducksawaad 72 Wash’ton, D. C.. 1 
Washington ...... 2 

Eastern and Western Colorado = 2 
States - Arizona 1 

CE cusnecwabenaie 16 Oklahoma 1 
Connecticut ...... 10 Nebraska 1 
Minnesota ........- -_ 
pe. 52 GID wcecvcccsesee 216 


New York State, the home of some 
of the most successful Eastern life in- 
surance companies, leads the list, with 
52; Illinois in the West follows, with 
26, and then comes Pennsylvania, 20; 
Ohio, 16; Indiana and Missouri, 15 
each: New Jersey, 13; Connecticut and 
Iowa, 10 each, and the other ‘States 
varying from 1 to 5. 

In the Southern States, Louisiana 
comes first, with 10; North Carolina, 9; 
Kentucky, Tennessee and Texas, 8 
each; Georgia, 6, and the remaining 
States 1 to 5. 

In the East and West 121 of these 
companies, or 55 per cent., were able 
to reinsure their risks in other com- 
panies; 50 of them, or 25 per cent., 
failed outright, while 45, or 20 per cent., 
retired from business; whereas in the 
South 45 companies, or 6214 per cent., 
reinsured their risks; 18, or 25 per 
cent., failed entirely, and 9, or 12% per 
cent., retired from business. 

The foregoing figures show that the 
experience of the South has been much 
better than that of the rest of the 
country in regard to companies which 
have not made good. 

59 Southern Companies 

In further confutation of the idea 
that the establishment of a Southern 
life insurance company is not possible, 
it is only necessary to point out that 
on January 1, 1915, from the sworn pub- 
lished statements of the various com- 
panies to the insurance departments, 
there were 59 companies of Southern 
organization, with insurance in force 
amounting to $697,151,607, whose com- 
bined assets amounted to $72,402,962, 
some of which companies have been 
doing business since 1864, 1870 and 
1871. 


In making any comparison between 
the results accomplished by companies 
organized in the South with those of 
other companies throughout the re- 
mainder of the country, it must be 
realized that the- Southern organiza- 
tions are. for the most part of com- 
paratively recent origin, and that the 
average of the aggregate of years dur- 
ing which these 59 companies have been 
in existence is only nine. 

Age of Southern Companies 

Of the companies organized outside 
of the Southern States, there are 92 
which have carried on business for nine 
years or more. Compared with the 
figures given above of Southern life 
insurance companies, the aggregate of 
the amount of business which these 92 
companies had in -force at the end of 
their ninth year was, according to the 
figures published by the Spectator Com- 
pany, $265,711,756, while the combined 
assets of such companies at the same 
period of their existence were $39,353,- 
983. Such a comparison cannot be 
otherwise than most satisfactory to 
those who are believers in the pos- 
sibilities for Southern insurance com- 
panies. 

Failure of success of any business 
organization, whether of life insurance 
or any other industry, is not governed 
by geographical loeation, but can al- 
most invariably be traced to some 
fundamental cause, such as poor judg- 
ment, unsound principles, undue ex- 
pense, extravagance or improper ad- 
ministration expenses. 

The keynote of the whole situation 
with regard to the successful carrying 
on of the business of a life insurance 
company was struck by one of the 
Southern insurance commissioners in 
a report made to his State some years 
ago, when he said: “The size of a com- 
pany does not add to the safety of it 
from the policyholders’ standpoint, and, 
from the experience of the past, does 
not give him insurance at any lower 
cost. All depends upon the manage- 
ment.” 

Honesty and integrity of management 
is absolutely necessary to the success- 
ful building up of any business institu- 
tion, and more particularly of a life 
insurance company. 

Record of Companies 

The records of numbers of companies, 
including those in the South, which 
were established in the past, are monu- 
ments to the integrity and business acu- 
men of their founders, and given similar 
integrity and business-like methods, no 
satisfactory reason can be deduced why 
the companies of more recent origin 
should not prove equally ‘successful, 
more particularly in view of the fact 
that the safeguards which are thrown 
around the business of life insurance 
in the interests of policyholders are 
far greater now than they were half 
a century or more ago. 





The Marquis and Marchioness of 
Aberdeen talked to about 800 clerks of 
the Metropolitan Life last week on the 
wcrk of Lady Aberdeen among the poor 
of Ireland and particularly on her war 
on tuberculosis. When the Marquis 
was governor-general of Canada Lady 
Aberdeen started the Order of Victo- 
rian Nurses, which has a world-wide 
reputation now, and both Lord and 
Lady Aberdeen have been sympathetic 
onservers of the efforts of the Metro- 
pelitan Life along sickness prevention 
lines and nursing. On this occasion 
Vice-President Haley Fiske asked all 
clerks of Irish parentage to stand, and 
more than one-half present arose. 
There were many of Scotch parentage 
also, but few Canadian. 


Good Service 


AND 
Guaranteed Cost Life Insurance 


are the Cornerstones of our Successful Company. 


Brief, liberal, clearly expressed policies with guaranteed low 
cost are serviceable alike to policyholders and agents. 


Specimens of Life, Accident or Health policies furnished 
upon request. 


FOR AGENCIES ADDRESS 


The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 








Pan-American Life Insurance Company 


New Orleans, Louisiana 


Cc. H. ELLIS E. G. SIMMONS 
President Vice-Pres. and Genl. Mgr. 
OUR RECORD 
Insurance in force ............ (over) $40,000,000.00 
DOU FTO onic ciccccccs (over) 5,250,000.00 


The recent merger of the Meridian Life with the Pan-American Life has opened up several 
rich and important territories in the South and North Central section, which will be 
assigned to Managers capable of handling and inspiring an agency organization of high- 
grade men. A rare opportunity to ambitious men to establish themselves in an _ inde- 
pendent and permanently profitable business. 


Address E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, LOUISIANA 








IF your present connection is satisfactory and profitable, 
stick to it. IF NOT, then contract: with a WESTERN 
MUTUAL old line life company for territory in the GREAT 
and PROSPEROUS WEST. 

A few DESIRABLE OPENINGS just now, with liberal 
brokerage and renewal contracts for DESIRABLE men. 


Northwestern National Life Insurance Company 
MINNEAPOLIS 








Warm Personal Interest 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


The Fidelity Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President PHILADELPHIA, PA. 











A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BEN EFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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ACCELERATIVE ENDOWMENTS 


RHODES - FLITCRAFT LETTERS 


Comparison With Addition and Savings 
Bank Plan—Which Is Better 
Contract 


An interesting correspondence be- 
tween E. E. Rhodes, vice-president of 
the Mutual Benefit, and Laurence Flit- 
craft, of the “Life Insurance Courant,” 
has taken place about accelerative en- 
dowment options. Being an editor Mr. 
Fliteraft, of course, has the last word. 
Two of the letters in the correspond- 
erce follow: 


Mr. Rhodes to Mr. Flitcraft 


Mr. Laurence Flitcraft, 
Associate Editor. 

Dear Sir: My delay in acknowledg- 
fig your letter was due to the fact that 
I decided to have prepared a detail 
statement of the operation of the Ac- 
celerative Endowment plan, the Addi- 
tion plan, and the Savings Bank plan, 
using for this purpose an ordinary life 
pelicy issued at age 35 for $10,000, and 
assuming that dividends would be de- 
clared according to the present divi- 
dend scale of this Company. This does 
not involve an assumption that the 
present dividend scale will be continued 
for the number of years shown in the 
statement. The scale is used only for 
iliustrative and comparative purposes. 

Under all three plans the policy re- 
serve is included in the accumulation 
shown for the end of each year. Under 
the Savings Bank plan the dividends 
have been credited with compound in- 
terest at the rate used in calculating 
the dividends. You will note that the 
accumulation under the Accelerative 
Endowment plan is always larger than 
it is under either of the other two plans, 
and that the accumulation under the 
Savings Bank plan is larger than that 
uder the Addition plan. 

You will note also that the amount 
payable at death is always larger under 
the Addition plan than under the Sav- 
ings Bank plan, the average difference 
be ing $738. 

Under the Accelerative Endowment 
plan the policy becomes payable in full 
at age 64, under the Addition plan at 
age 67, and under the Savings Bank 
plan at age 66. You will note that 
there is a greater difference between 
the results under the Accelerative En- 
dewment and the Savings Bank plans 
than there is between the results un- 
der the Savings Bank and the Addition 
plans. If the idea of acceiterating the 
Payment of the policy is to be subordi- 
nated to the idea of securing some re- 
turn for the dividends in case of death, 
the preference must be given to the 
Addition plan instead of the Savings 
Bank plan in view of the fact that there 
is only one year’s difference in the 
time of maturity between the two plans, 
while the return in event of death is 
much greater under the Addition plan 
tian under the Savings Bank plan. 

When the Accelerative Endowment 
pclicy matured the Company would be 
willing to retain the proceeds and pay 
interest thereon, which at the present 
time would amount to $592.62 per year. 
in three years the insured would thus 
receive $1,507.86 and he would save 
three premiums, amounting to $790.50, 
which sums, added to the amount pay- 
able. as an endowment, would make in 
all $12,992.36. The difference between 
this amount and the amount payable 
at age 67 under the Addition plan is $2,- 
785.36. This aifference represents the 
velue of the additional insurance grant- 
ed under the Addition plan. The addi- 
t:cnal insurance ranges in amount from 
$111 at the beginning of the second 
year, to $6,173 at the end of the thirty- 
second year, the average being $2,449. 

Making a similar calculation for age 
66. when the policy would become pay- 
able under the Savings Bank plan, we 
fird the difference to be $1,748.24, which 
may be said to be the price paid by the 
relicyholder in order to insure the re- 


COMPARISON OF ACCELERATIVE 
ENDOWMENT, ADDITION AND 
SINGLE SAVINGS BANK 
PLANS 


Based on 1916 Dividend Scale. Ordi- 
nary Life, Age 35, $10,000. 
Amount payable in Event 
of Death During Ensuing Year 
Value of Accumulation 
including Dividend then Due 
End 
of 
Year Acc. Endt. Add. 
i ceidcskdekesamaumeen 176.40 $ 176.40 
Do irideccnsneueeeunee 963.40 954.04 
Tantccsmenesacestecsss 2,162.60 2,107.48 
_ RO eran pera e 3,662.70 3,492.10 
Bavriseveesccsconseuss 5,566.30 5,139.72 
Div satuebariusccsaccetes 8,047.80 7,063.79 
SA veddscsevenrsuanddes 10,694.00 8,798.11 
Dishosuktrsesessnesds eoveenen 9,257.65 
SEs ctackesaeens cucsatse scecnsee 9.77.36 
Dicctvimeaseuseeuweuss aladesé 10,206.97 
Sav. B’k Acc. Endt Add. Sav. B’k 
$ 176.40 $10,000 $10,111 $10,047.60 
959.07 10,000 10,593 10,277.47 
2,135.25 10,000 11,283 10,675.15 
3,571.07 10,000 12,088 11,238.27 
5,316.75 10,000 13,056 12,040.95 
7,417.17 10,000 14,213 13,162.27 
9,386.88 10,000 15,282 14,349.98 
9,922.33 10,000 15,570 14,694.13 
10,478.35 10,000 15,867 15,058.95 
réeeenee + smeree 16,173 cescoces 
Maturity Options 
Acc. Endt. Addition Savings Bank 
Age at Age at Age at 
Attain- Matu- Matu- Matu- 
ed age rity Amt. rity Amt rity Amt. 
36 84 $10,506 96 $10,111 06 $10,280 
40 77 10,373 04 10,002 89 10,125 
43 74 10,212 90 10,000 85 10,168 
45 73 10,476 88 10,024 82 10,043 
50 70 10,499 83 10,032 77 10,044 
55 67 10,262 78 10,048 73 10,135 
60 65 10,391 73 10,058 10,100 
61 64 10,074 92 10,054 68 10,014 
62 64 10,284 71 10,047 68 10,234 
63 64 10,490 70 10,037 67 10,138 
64 64 10,694 69 10,022 66 10,034 
45 2 séeabe 68 10,002 66 10,334 
Ss = -mowsee 68 10,227 66 10,478 
a ‘sc deans 67 Sr ee 


turn of his dividends in event of death. 
The Savings Bank accumulation ranges 
from $47.60 at the beginning of the sec- 
ord year to $5,058.95 at the end of the 
tturty-first year, the average being 
$1,627. 

Making a similar calculation as be- 
tween the Addition and the Savings 
Pank plans, we find the difference to be 
$1,026.97, which may be said to be the 
price which the holder of the Addition 
plan policy pays for the larger return 
in event of death. 

On the basis of the American Experi- 
ence table of mortality, the results of 
the Accelerative Endowment and the 


Addition plans are mathematically 
equivalent, as both are calculated at 
net rates. 


I note with interest your statement 
that there are a great many underwrit- 
ers who believe that dividends should 
not be applied in any way that will. not 
return a tangible value to the benefici- 
ary in case of the death of the insured 
ar any time, as well as a return of their 
full value in one way or another to the 
irsured while living. Unless these un- 
derwriters consistently entertain the 
some belief regarding premiums, and, 
accordingly, never recommend endow- 
ment insurance, it is, I think, fair to 
assume that such belief is based upon 
competitive reasons only. There is ab- 
selutely no difference in principle be- 
tween straight endowment insurance 
and the Accelerative Endowment plan. 
Trere is, however, a great practical dif- 
ference, in that under the endowment 
plan the insured agrees to pay in ad- 
vance the much heavier premium re- 
quired for that plan of insurance, while 
under the Accelerative Endowment 
plan he determines each year, accord- 
ing to his circumstances, whether he 
desires to have his current dividend ap- 
plied as a premium for endowment in- 
surance. 

The difference in the results shown in 
the enclosed statement and those re- 
ferred to in my previous letters is due 
entirely to the fact that for my present 
purpose I have used our current divi- 
dnd scale. 

E. E. RHODES. Vice-Prest. 


Mr. Flitcraft to Mr. Rhodes 


Mr. E. E. Rhodes, Vice-President. 
Dear Sir: Your esteemed favor of the 5th 
instant, with enclosure, was duly received, 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Ageneles 


Our 








and while the same was read over promptly, 
of course, and with much interest, I have not 
heretofore had time to give this question much 
further thought, because of a large amount of 
other correspondence which required prompt at- 
tention, 


The comparative table which you have gone 
to the trouble to prepare is fully illuminat- 
ing and extraordinarily interesting, as it shows 
the progress made under each plan of accelera- 
tion, from year to year. Making the calcula- 
tions on the basis of present rates, dividends 
and reserves, also gives it additional value, 
as it furnishes a wholly up-to-date com- 
parison, 

This exhibit substantiates just what I said 
before, that maturity would be reached first 
under the pure endowment acceleration, sec- 
ond by the deposit plan, and last by the addi- 
tion plan, whereas the insurance value prior 
to maturity would be in reverse order. The 
deposit plan, as already stated, is sort of a 
balance between the other two plans. 

I note that the accumulation value under the 
pure endowment method is always larger each 
year than under the other two plans, and at 
the end of the 29th year the cash value of 
this method is $1,307.12 in excess of the de- 
posit plan, but, on the other hand, the in- 
surance value of the deposit plan at the same 
time is over $4,000 greater than under the 
pure endowment acceleraticn. The deposit 
plan shows the larger value of the two all the 
way through in the event of the death of the 
insured, and it may be worth pointing out 
that this insurance value from the 16th year 
and thereafter, with the death rate increas- 
ing more rapidly than in the earlier years, is 
at all times larger, and a great deal larger 
toward the end, than the cash value balance 
in favor of your accelerative endowment plan 
at the end of the 2th year if the insured 
survives to that time. 

As between the deposit and addition plans 
at the end of the 2oth year, the former has a 
greater cash value of $588.77, while at the 
same time the addition plan would have a 
larger death value of only $932. In the arst 
year the deposit plan would have a greater 
cash value by $751, while the addition plan 
would have a larger death value of only $808. 
It looks, therefore, as though the insured 
would be paying a large premium during the 
later years for the extra amount of protection 
furnished by the addition plan. In the earlier 
vears, of course, the policyholder has a much 
larger insurance value under the addition plan, 
but this is rapidly diminished by the in- 
crease in the dividend fund of the deposit 
olan during the later years. For example, 
from the 3oth to the 31st year the protection 
value of the deposit plan increases $364.82, 
while under the addition plan it increases only 
$297. At the same time the cash value of the 
deposit plan increases $555.02, while only $460.- 
71 under the addition plan. From the a2sth 
vear on there is a larger annual increase in 
the death value of the deposit plan than there 
is under the addition plan, and there is a 
larger increase in the cash value of the de- 
posit plan for every year. The excess value 
of the addition plan, as a death claim, over 
the deposit plan, is less at the end of the 
31st year than in any previous year after the 
sth, and from the 24th year on the deposit 
plan contributes more in the way of a death 
benefit fund than does the addition plan. And 
while the deposit plan is gaining in the way 
of a death claim value it is also making a 
much larger increase in its cash surrender 
value. 

You state that according to your calculations 
$1026.07 renresents the price which the holder 
of the addition policy rays for the larger 
return in the event of death. I note, how- 
ever, that you do not show the average dif- 
ference in the amount payable as a death 
claim under the two plans, in the same man- 
ner as making your other comparisons. Had 
you done so, I think the figure would have 
shown a big price paid for the larger return 
in the event of death under the addition plan. 

T observe that after ‘the maturity the 29th 
year under your accelerative plan, if the Com- 
pany retained the proceeds for two additional 
years the total wovld amount to $12,226.50, or 
$1,748.24 in excess of the maturity value of the 
deposit plan the 31st year. As you state, how- 
ever, the value at that time of the deposit 
plan, as a death claim, would have been $5,- 
058.95 in excess of the same value under your 
accelerative plan. Your figures also show that 
for thirteen years prior to maturity at end 


of the 31st year the deposit plan would have 
had an excess value as a death claim of more 
than the difference in the cash values the 
gist year, if the insured survived that long. 

The difference in the time for maturity as 
between the ong endowment method and the 
deposit plan has narrowed down to only two 
years. The cash value differences and also 
the difference in insurance value has already 
been shown. Your table indicates very clearly 
and minutely from year to year the advantages 
of the different plans from the several angles, 
and as the figures speak for themselves there 
seems to be little need to discuss them further. 
The individual may decide for himself which 
plan most appeals to him, the one with ma- 
turity two years earlier, with a larger sur- 
render but lower death value each year; the 
second requiring a slightly longer period for 

maturity, with lower surrender value, but 
which conserves the dividends in the event 
of the death of the insured; or the third, 
which requires the longest period for maturity, 
carries lower surrender values all the way 
through, and a smaller maturity value, but fur- 
nishes a little more protection for the ben- 
eficiary. 

With the conclusions reached in the next 
to the closing paragraph of your letter I can- 
not wholly agree, for I do not see that the ob- 
jectors to the pure endowment plan of ac- 
celeration to be consistent must also object 
to endowment insurance as a whole proposi- 
tion. The endowment principle, of course, ap- 
plies in each case, but the practical difference 
is great, as you say. The fixed endowment 
policy is bought outright, and the insured 
pays less for his endowment insurance each 
succeeding year; the accelerative endowment, 
on the other hand, buys endowment insurance 
on the instalment plan, a larger premium be- 


(Continued on page 6.) 
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WILL PAY GUARDSMEN’S DUES 


DAY OF SPORTS FOR LIFE MEN 





Frolic at Crescent Athletic Club—Ex- 
tend Campaign for 1,000 Members 
Until July 31 





A day of sport with all business 
taboo, followed by a dinner minus the 
oratory, was the program of the annual 
outing of the Life Underwriters As- 
sociation of New York, at the Crescent 
Athletic Club, Bay Ridge, Tuesday. 
The day did not pass without one or 
two serious matters getting before the 
association. New York and Brooklyn 
regiments left for the front that morn- 
ing and they included some members 
of the association. President Lawrence 
Priddy suggested at the dinner thac the 
association authorize the payment of 
all arrears in dues of members who 
go to the front to keep them in full 
membership while with the colors and 
this was authorized. 

The outing was the occasion of en- 
rolling a number of new members, the 
total membership being 725 by the end 
of the day. The campaign for 1,000 
members has been extended one month, 
to July 31. 

The most popular event of the day 
was the ball game between E. W. 
Allen’s New England Mutual Life team 
and John S. Tunmore’s Provident Life 
& Trust men. The “Provs” had “Andy” 
Coakley in the box, former pitcher for 
the Philadelphia Athletics, who carries 
a rate book for Mellor & Allen. One 
of the exciting spots in the game was 
when Eddie de Lutio, borrowed from 
the Mutual Life team for the occasion 
by the New England stars, struck out 
Coakley. Mathews was right in front 
offering a dollar for a home run and 
he showed some of the youngsters how 
to do it by taking the bat himself and 
slamming out a three-bagger. New 
England Mutual won 7 to 2. 

Julian S. Myrick managed the tennis 
tournament for all comers and Myrick 

_and F. F. Simpson of the New England 
Mutual won the first set in the finals, 
6-4, when the playing was called on 
account of darkness. 

The golf course was also popular and 
more’ than a dozen teams bowled on 
the green. 

William Atkinson, as chairman of the 
committee in charge of the outing, pre- 
sided at the dinner. J. C. Dempsey of 
the New England Mutual, and C. J. 
Burns, of the Northwestern Mutual, 
competed for the after-dinner champion- 
ship of New York, the belt being in 
evidence at the head table. 

The only man who made any money 
was Charles ‘R. Steele, the prestidigita- 
tor, who went among the tables borrow- 
ing coins with which to do tricks and 
he made them disappear for good. 
Music was furnished during the eve- 
ning by the University Glee Club of 
Brooklyn. 





WAR APPLICATION FORM 





New York Life Now Using Supplemen- 
tary Application Containing Limi- 
tation Agreement 





The New York Life has prepared a 
special form of application for use of 
ail applicants for life insurance which 
is supplementary to the regular form. 
It contains an introductory phrase fol- 
lewed by the questions as given below: 

The New York Life Insurance Company will 
please accept the following questions and an- 
swers as part of my application for insurance, 
dated the day 
OE cceaccccadcedscsurncesexesssenseese 
Question 1. 

(a) Are you a member of any military or 

naval organization? 

(b) If so, in what branch of service and 

in what capacity? 

(c) Do you intend to volunteer for any 

such service? 
Question 2. 
(a) Are you liable to military or naval 
service of any country other than the 
United States? 

(b) Do you intend to volunteer for such 

service? 





(c) If so, of what country? 
Question 3. 

(a’ Are you connected with the Red Cross 
or any other relief service? 

(b) Do you intend to volunteer for any 
such service? 

(c) If so, in what country and in what 
capacity? 

Question 4. 

Do you agree that any policy which 
the Company may issue upon your 
application may, if the rules of the 
Company so require, contain a clause 
limiting the liability of the Company 
during the first two years of the ex- 
istence of the policy in the event of 
your engaging in military, naval, Red 
Cross, or other relief service, outside 
of the United States; and that, if the 
policy contains provisions for Double 
Indemnity or Disability Benefits such 
provisions shall immediztely terminate 
if you engage outside of the United 
States in such service within the first 
two years of the policy? 


ATTITUDE OF ILLINOIS LIFE 

The Illinois Life will continue to pay 
the present salaries of any of its em- 
ployes who, by reason of their present 
or prior membership in the National 
Guard, have been or may be sum- 
moned for military service on account 
of the Mexican situation, and who 
have women or children dependent 
upon them for support. This payment 
shall be made to such dependent or de- 
pendents as the said employe may de- 
signate, and shall be made during the 
period of active military service not 
exceeding the number of years the 
employe has been in the service of the 
Company. At the end of said service, 
their present positions or similar posi- 
tions shall be open to them on their 
return. 

In the event that death shall occur 
during active military service within 
the period of the continuation of such 
salary payments, the Company will 
continue the said salary payments for 
a period of six months following such 
death, to the dependent or dependents 
so designated by said employe. 


29 YEARS WITH EQUITABLE 

William McClelland, Los Angeles, re- 
cently celebrated his 29th anniversary 
with the Equitable, having had his 
first training at the home office, later 
going to California and serving as as- 
sistant cashier, cashier, and supervisor 
of agents for the Los Angeles Agency. 
On May ist he resigned his last men- 
tioned position to take charge of San 
Diego and Imperial Counties for the 
agency. 











Accelerative Endowments 
(Continued from page 5.) 


ing paid for the endowment part of the con- 
tract each year that an increased dividend is 
applied, the endowment period meanwhile be- 
ing shortened. The situation with the policy- 
holder is something like this: At the end of 
the first year he is allotted a dividend of $47.- 
60, with several options of disposal. Disre- 
garding al! other options than the accelerative 
privilege. as they have no bearing upon the 
point under discussion as between the pure en- 
dowment and deposit plans, which would be 
better for the insured to do, assuming the 
continuation of the present schedule of divi- 
dends—apply that dividend and all subsequent 
dividends for a period of twenty-nine years 
in order to mature the policy for. $10,604 at 
age 64, with the understanding that if he 
should die during that period of twenty-nine 
years his dividends will all have been con- 
sumed and only the $10,000 of insurance would 
be paid to his beneficiary; or, if he could, 
leave that first dividend and all subsequent 
dividends for a period of thirty-one years (but 
with the privilege of withdrawing the divi- 
dend accumulations in part or whole at any 
time) as a deposit to accumulate at compound 
interest in order to mature the policy for $ro,- 
478.35 at age 66, with the understanding that, 
even if he must pay two additional premiums, 
if he should die during that period of thirty- 
one years all of the dividends so deposited, 
with interest, ranging from $47.60, the first 
year to $5,058.95 the thirty-first year, would be 
paid to his beneficiarv in addition to the $r0,- 
ooo of insurance? While the answer to this 
question might depend, to some extent per- 
haps, wpon whose ox was gored, still I think 
there is sufficient ground for an honest dif- 
ference of opinion, without the charge that the 
man who does not favor the pure endowment 
method of acceleration must, to be consistent, 
condemn the whole system of endowment in- 
surance. Such a charge cannot be sustained. 
anyhow, because the deposit plan in the end 
affects maturity just as much as the pure en- 
dowment method of acceleration, and while it 
may take a few years longer to attain that 
ultimate end, it conserves the dividend value 
so far as all parties in interest are concerned. 
It is not the end that is objected to, but 
rather the means of reaching that end. 
Very truly yours, 
LAURENCE FLITCRAFT. 


TO PAY EMPLOYES WHO SERVE 





Travelers Continues Salaries of Mem- 
bers of National Guard Called to 
Military Duty 


The Travelers of Hartford has an- 
nounced that it will pay the salaries 
of all of its employes who are com- 
pelled to do military or naval duty for 
three months and at the expiration 
ci that time the Company will take up 
the matter of providing for the depend- 
rer of employes who are still in the 
eld. 


Employes will also be restored to 
their positions as far as possible after 
their term of service. In the case of 
agents compensated by commission, 
the Company instructs all managers 
and cashiers to do everything reason- 
able to protect the agents’ interests. 


(Employes of the Travelers Indemnity 
Co. will receive the same considera- 
tien. The disability suffered in mili- 
tary or naval service will not entitle 
the disabled person to receive a pen- 
sion from the Company, but the life 
insurance plan of the Company for its 
salaried employes will remain in force. 
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NORTHWESTERN NATIONAL GAIN 
Northwestern National Life of Minn- 
eapolis, reports a gain of 34 per cent. 
in business written during the first five 
months of 1916, as compared with the 
ecrresponding period of 1915. The 
Cempany has recently written three 
large group policies, insuring the em- 
pioyes of the Minneapolis Iron Store 
Co., the New England Furniture and 
Carpet Co. and the Williams Hardware 
Co., all large Minneapolis concerns. 


USING DISABILITY CLAUSE 

The Prudential representatives are 
using with good effect the fact that the 
Company’s industrial disability clause 
is retroactive and that there is no de- 
fault in premium if the disability oc- 
curs after December 31, 1915. 


Live OPPORTUNITIES are OPEN 
for AGENTS who CAN DELIVER 


Men capable not only of writing 
applications but of collecting the 
premiums, are always welcome to 
our forces and can be advanta- 
geously placed. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 
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Extra Inches 


‘It is not the six 

feet that make a man tall, but 
the extra two or three inches 
above the average.” , 


The “extra inches’”’ above the aver- 
age likewise determine the measure 
of the success of any institution. 


It is the extra 114% interest realized, 
over and above the average rate of thx 
combined earnings of all the 
great Life Insurance Compan- 
ies that gives the Union 

Central its high standing. 


during the single year 


enables the Company 


tain its low net cost 
record. 


For concrete illustration, 
ask any Union Central 


- address Allan Waters, 
NT) Sup’t of Agents. 

203) The Union Central 
#38) Life Insurance Co. 
7 Cincinnati, O. 


Jesse R. Clark, Pres. 
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extra interest above 
average earned by 
Union Central Life 








1915, amounted to 
$1,586,417.51. 


is the “extra millions’”’ 
interest earned that 
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Fidelity Mutual Club 
Meets In Two Cities 


CELEBRATE TWENTY YEARS OF 
DISABILITY CLAUSE 








President Talbot Tells of Progress— 
Prof. Huebner on Education—Geo. 
W. Meacham New President 





The Fidelity Leaders Club, composed 
of the leading producers of the Fidelity 
Mutual Life of Philadelphia, held a 
three days’ convention at the Bellevue- 
Stratford Hotel, which was featured by 
live and profitable discussions, and after 
tke business sessions closed on Friday, 
the club in a body went in a special 
train to Atlantic City for three days, 
devoted entirely to recreation, with 
hcadquarters at the Chalfonte. 

The new officers of the club are: 
President, George W. Meacham, New 
York; vice-president, R. J. Seiberlich, 
Minneapolis; second vice-president, 
Jacob G. Brown, Detroit; secretary, 
Carroll H. Jones, Columbia, S. C.; 
treasurer, Clayton M. Hunsicker, Phila- 
delphia. 

Mr. Meacham is manager of Greater 
New York and Long Island for the 
Fidelity Mutual. He was formerly a 
New York Life man and member of 
the $200,000 Club. 

There were two women in attendance, 
Miss R. E. Horwitz, of New York, a 
leader, and Mrs. E. G. Lochner, of New 
York, a recruit. They were called upon 
to speak. 

President Talbot Tells of Progress 

In his opening greetings to the Lead- 
ers’ Club, President Walter LeMar Tal- 
bot said that the progress of the Club 
was emphatically reflected in the fifty 
per cent. increase in membership over 
last year. The same progress was re- 
flected, he said, in the Company’s busi- 
ness for the first five months, with an 
ircrease of 14 per cent.; the aggregate 
of cash premiums on new paid for busi- 
ness was increased 35 per cent. 
Celebrate Twentieth Anniversary of 

Disability Clause 

“Before the close of this year, the 
twentieth anniversary of the issuance 
of the first disability agreement in con- 
nection with any life insurance contract 
will have occurred,” said President Tal- 
bot. “This agreement was executed by 
the Fidelity Mutual Life and issued to 
its founder and first president, L. G. 
Fcuse. The Fidelity is thus the origi- 
nator of one of the most important de- 
velopments in the history of life insur- 
ance, and stands alone in the valuable 
pesition of having had the actual expe- 
rience of 20 years to guide its course in 
this class of insurance. Would it not 
b.» most fitting for us to determine here 
and now that the twentieth birth-year 
of this grand Fidelity product shall not 
pass without vehement rejoicing in 
every county of every State where a 
Fidelity man is to be found. Let that 
exhultation be not a silent and selfish 
ore, however; talk about it to your 
friends, your policyholders and your 
prospects. Tell them what the Fidelity 
did 20 years ago to alleviate the mental 
anguish of a living death. That the Fi- 
delity has not been permitted to hold 
for itself the creature of its own crea- 
tion, but now sees its adoption by prac- 
tically all of the established companies, 
is as we would have it. The greater 
the number of people who are protected 
by a proper form of disability agree- 
ment, the greater the glory of its cre- 
ator.” 

Sees Great Future for Business 

An inspiring view of the future of the 
educated life insurance field man and 
the great development and broadening 
influence of the business, was expressed 
by Professor S. S. Huebner, of the 
Wharton School of Finance and Com- 
merce of the University of Pennsylva- 
nia. Praising the extension of life in- 
surance benefits by including the disa- 
bility feature, which was first issued 
by the Fidelity Mutual Life, Professor 
Huebner said that perhaps the time was 
ripe for some company to begin the in- 


terpretation of “total disability” with 
reference to the insured’s ability to con- 
t-nue any longer his profession or voca- 
tion. A broad humane interpretation 
oi total disability—i. e. with reference 
ts one’s occupation—he said, would in- 
crease many-fold the significance and 
usefulness of the disability benefit. 


Insurance a Failure Without Agents 


“Life insurance salesmen constitute 
the real educative force in the commu- 
niiy,” said Prof. Huebner. “The com- 
munity absolutely needs life insurance; 
and life insurance, if its beneficent in- 
flnence is to be spread far and wide 
along American households, absolutely 
meds you. All voluntary schemes of 
life insurance, whether governmental 
or private, which eliminated the solici- 
tor, have proved practical failures and 
hive demonstrated beyond a doubt thar 
life insurance is of such a nature that, 
although a necessity of life, it must 
be sold, and sold tactfully and persua- 
sively. You are the missionaries in a 
very noble cause and should feel that 
ycur profession ranks in nobleness and 
service with that of the other profes- 
s'ons. 

“Every one of you has a right to feel 
every time you close a contract that 
ycu have rendered a real distinct ser- 
vice to the insured, his dependents, and 
the community. The teacher may im- 
part a knowledge of the advantages and 
the duty of life insurance to the stu- 
dent, yet you gentlemen are required 
to reinforce this teaching with another 
eftort, and what is of fundamental im- 
portance actually get the man to waive 
present pleasures for future needs, to 
part with his money, and to do his 
duty.” 

Professor Huebner made a number of 
suggestions of special interest and pos- 
sible practical use to field men, some 
of which follow: 

Two-thirds of American families 
would to-day be dependent in case of 
the income producer’s death; and one- 
half of this number would, in this con- 
tingency, fall into a lower class. 

Agents are the most important fact- 
ors in educating the community on life 
insurance. They can extend their in- 
fluence and benefits by: Getting the 
subject in the curriculum of the local 
college, and before high schools; seeing 
that pastors preach at least one sermon 
a year on life insurance; that the news- 
papers have one editorial a year on the 
subject. 

When completing a contract the 
agent should be able to answer affirm- 
atively this question: “Have I effect- 
ed a transaction which in view of all 
the circumstance, which I have tried to 
ascertain, truly meets the needs of my 
client, and has my recommendation 
been influenced by a desire to increase 
my compensation?” 

Only one-tenth of the lives of Ameri- 
can producers has been capitalized by 
policies. Life insurance is in its in- 
fancy; its greatest growth is yet to be 
seen. 

Every family should be established 
upon a business basis. Corporations and 
firms represent capitalized earning ca- 
racity and good will; the death or disa- 
bility of the head of the family should 
not involve its impairment or dissolu- 
tion any more than it does in the case 
of a bank, railroad or business. 


WHY HE INSURED HIS BOY 





Banker Surprised General Agent by 
Walking Into Agency—His 
Reasons 





The vice-president of the First Na- 
tional Bank of Marietta, O., walked 
into the otmce of Generai Agent F. A. 
Kiger of the Massachusetts Mutual 
Lite, asked for a 20 payment life policy 
for his sixteen year old son and took 
out his check buok to pay for it. 
Naturally Mr. Kiger was surprised, not 
to say gratified, but he was chiefly 
interested in knowing the reasons for 
what he called the banker’s “unpre- 
cedented” action. According to Mr. 
Kiger, the banker gave the following 
reasons for wanting the insurance and 
coming in to get it. 

“Because | believe every boy should 
start in life from his father’s shoulders. 
I am trying to give all the benefit of 
my experience in the important things 
of life that I can. And life insurance 
is one of the first lessons. Because 1 
am a banker and realize, somewhat 
better than the average man, I believe, 
the value of regular and systematic 
saving. Because while helping to settle 
and adjust many estates 1 have visited 
many bereft homes—have known many 
families suddenly deprived of the pro- 
vider and protector. 1 know what life 
insurance has meant to so many, and 
what the lack of it has meant to many 
more. 

“Because I have matured one twenty 
payment policy, and know the sensa- 
tion. Because of the many dark places 
in my life that have been made so much 
brighter by the thought of the heavy 
insurance I[ still carry. Because I can 
save Walter considerable real money 
by starting his insurance and carrying 
it for him for the five years while he 
is finishing high school and college, 
before he could take it out himself. 
Because I know that if Walter can only 
keep up these small payments, no mat- 
ter what else may happen to me or 
him or to our investments, he will have 
a $2,000 estate some day sure.” 





SPRINGFIELD AGENCY CHANGE 

R. E. Lee Jones, general agent at 
Springfield, Ill., for the Bankers Life of 
Des Moines, has retired from insurance 
business and bought a plantation near 
Baton Rouge. His successors to the 
general agency are J. R. Curtis and 
C. J. Wohosky. Mr. Curtis has been 
one of the leading personal producers 
fer the Bankers Life for several years 
and Mr. Wohosky has been in charge 
of Mr. Jones’ agency. 


THREE GENERATIONS 

Charles D. Mill, the New England 
Mutual’s general agent at Kansas City, 
has just received the following letter 
from his agent, Fred N. Tufts, which is 
rublished in the current issue of “The 
New England Pilot’: 

“Attached herewith is an application 
for insurance on a member of the third 
generation of the Peake family. 

“Several years ago I wrote George 
Peake, now deceased; later I wrote 
erch of his two sons; and to-day I send 
you this application from his son’s 
son.” 











Busy! 


Busy! 


BUSY! 


Great days, these, for life insurance. The public is buying with unprec- 
edented freedom. Our representatives are getting a most liberal share. 


Delivered business far ahead of last year to date. 


Satisfied Home Office! 
Contributing causes: 


Prosperous Field!— 


Unexcelled policy contracts, enviable low cost, 


high reputation of Company, strong backing of Field by Home Office, 
excellent Field magazine, and fraternal relations between Home Office 


and Field. 


Occasionally we have a General Agency opportunity. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 








THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 


BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 





FINANCIAL STATEMENT 


Assets, Jan. |, 
..++$74,274,980.68 





TOPO wadee 
Liabilities ........ 69,154,791.00 
BE eo civeccceds $5,120,189.68 





The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 











INSURES SENIOR CLASS 

Agent Harry E. Gage of the New 
York Life, did a fine piece of work 
which is commended to all who operate 
in colleges or universities by insuring 
the senior class of the University of 
Vermont, 50 members, $300 each, total 
$15,000, to mature ten years hence as 
an endowment for their alma mater. 
The boys contribute in this way to a 
sizeable fund. They perpetuate the 
memory of the class and do something 
substantial for the university that they 
could not hope to do in any other way 
if they worked as individuals. The 
expense per man is so small as to be 
almost negligible. 





WRONG USE OF TITLE 
The New York Life has sent the 
following notice to agents: 


It has come to the attention of 
the Company that some agents have 
been using the title of general 
agent. No agent of this Company 
in the United States or Canada has 
authority to use any such title, and 
all agents are hereby directed that 
they must not use the title of 
general agent, or any other title 
excepting that provided for in their 
contracts. 

Any agents who have been using 
the title of general agent are hereby 
instructed to discontinue the use 
of such title forthwith. 





SUPERVISOR IN SOUTHWEST 

Jacob A. Lott, who for the past few 
months has been general agent of the 
Equitable Life of Iowa at Salina, Kan- 
sus, has been made field supervisor by 
that Company for its southwestern 
fiid. He was formerly with the Mu- 
tual Life of New York and is experi- 
enced in the field where he is now 
working. His immediate field will be 
Oklahoma and Kansas. 


CONSECUTIVE PRODUCERS 

The Pittsburgh Agency of the Provi- 
dent Life & Trust, claims to lead the 
United States in consecutive producers. 
James J. Phillis still keeps up his un- 
broken chain of 180 weeks; Supervisor 
Ryan, 130 weeks; Charles M. Erwin, 58 
weeks; Wm. H. Goehring, 47 weeks; 
William M. Alrich, 36 weeks; F. I. Bos- 
sart, nine weeks; Rome Hutson, eight 
weeks; Warren E. Pickett, seven 
weeks; E. P. Boyd, three weeks. 
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¥ Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 


“ 











aired 








A friend of The East- 
Jolly ern Underwriter, not 
and engaged in the insur- 


Braggadocio ance business, came 

into the office the other 

day and said: “I have just been so- 

licited for life insurance by a type of 

agent, that as a selling medium has 

disappeared from all lines of business, 
I believe, except life insurance.” 

When asked for particulars he gave 
the following description of the inter- 
view: 

A stranger came into his office, in- 
troduced himself as coming from a 
close personal friend on an important 
mission. He was revealed in a moment 
as a life insurance agent representing 
one of the big New York companies. 
He had a list of names, several of 
which were those of the prospect’s 
friends. The agent started in by 
“jollying” the prospect on his quick 
success in his new business. The fact 
that he had started his present busi- 
ness less than two years ago was some- 
thing he was not anxious to publish 
broadly and it would have been tact- 
ful to overlook the point. The praise 
was extravagant more so as the agent’s 
compliments were’ grotesquely mis- 
placed. 

The prospect has a very happy home 
life and the subject of life insurance 
is a matter of sympathetic interest for 
him. In reply to some questions the 
agent told him noisily just what he 
ought to have and started to put it 
down in black and white. The pros- 
pect met the request to sign the appli- 
cation by stating that as his wife was 
the most interested party in the matter 
of his life insurance, he preferred to 
take it up with her first. 

This man’s wife is a very efficient 
woman and he frequently says that she 
has better judgment than he in many 
family business matters. He rather 
prides himself on this, as do many 
men. Mr. Agent meets this excuse 
with the following suave and tactful 
language: 

“Talk to your wife? What do you 
want to talk to your wife for. Whose 
the head of your family anyway. That 
is the greatest mistake a man can 
make—taking his wife into his confi- 
dence on money matters and especi- 
ally insurance. Why when my wife 
asked me how much life insurance I 
carried, I said, ‘Oh, about $500, anyway 
it’s none of your worry how much life 
insurance I carry, I can look after 
yeu.’ ” 

The prospect stated that he wanted 
{¢ throw the agent out of the window 
for his insulting language, but he gave 
him instead a lesson in restraint by 
merely terminating the interview. 

Are there really many agents of this 
type at large? What harm the busi- 
ness is struggling against with these 
loud, bombastic, ignorant men selling 
life insurance to people who regard the 
subject as one to be handled with pro- 
fessional delicacy and confidential in- 
timacy. The prospect in question is 
rot disgusted with life insurance as he 
nught well be, for he is able to see 
beyond the crude agent; but many are 
rot and their idea of the business and 
its benefits are colored by their con- 
tact with the agent. 

There are numerous approved ways 
of meeting the objection the present 
prospect made, but this agent, in 
question, used the most unhappy and 
inappropriate means possible. 

*- *¢ #@ 


Some life insurance 
Help of men are so clever in 
Graphic handling and presenting 


Illustration statistics that they are 
able to close many 


cases with a forceful demonstration of 
the prospect’s expectancy and his in- 
creasing or decreasing earning power 





from the life insurance standpoint. 
Others without this faculty, have what 
might be called a “graphic” sense by 
which they are able to show graphi- 
cally these same elements in a man’s 
life. The graphic way is apt to be 
caught quickest too by the prospect. 
An illustration of the use of graphic 
material was presented interestingly by 
Jchn H. Dingle, at a recent agency 
gathering of the Massachusetts Mutual 
Life: 

“It is quite true that over 90 per cent. 
of men solicited for life insurance are 
found to be in a negative frame of 
mind, and therefore the agent must de- 
velop a definite sales talk to overcome 
this prejudice and to create within the 
prospect a desire for protection,” said 
Mr. Dingle. “I have used most effect- 
ively a graphic illustration which plain- 
ly shows the prospective buyer the 
grave danger of postponement. The 
demonstration of a suitable diagram, 
with the proper enthusiasm in closing, 
will often secure an application on first 
interview. 

“The average man begins to increase 
his earning efficiency at 21 and con- 
tirues to rise until he is 55. Between 
the ages of 55 and 65 he unconsciously 
loses his efficiency, becomes more or 
less dependent, and statistics show 
that 96% per cent. of the men in this 
country are financially dependent and 
kave to look toward charities, friends, 
or self-earnings for support. To meet 
this condition the Massachusetts Mu- 
tual issues a definite contract by which 
the young man of 25 may receive at age 
61 $1,000 if he continues to deposit 
$20.14 annually, thus providing an in- 
come for old age. 

“Based on our present scale of pre- 
miums and dividends, this contract ma- 
tures as an endowment at age 61: and 
you will notice on the graphic illustra- 
tion that between the years of 25 and 
61 the man will receive family protec- 
tron, business protection, and protec- 
tion for old age. Let’s make sure that 
we, ourselves, will not be forced to 
appeal to charities or friends for sup- 
port at the age of 65, for from the 
lack of physical ability we may not be 
able to earn our own livelihood at this 
age. 

“The use of the annual dividends is 
directed by the insured, and they are 
apportioned by the directors of the 
Massachusetts Mutual. Should all the 
dividends be used in reduction of pre- 
miums, the Ordinary Life contract be- 
comes an endowment for the face of 
the policy at age 96; but if dividends 
are deposited with the Company to ac- 
eumulate, with 44% per cent. compound 
interest, to cause this form of contract 
te mature as an Endowment at 61; to 
become paid-up at age 51, this will be 
brought about by our present scale of 
dividends and rate of interest, if they 
are maintained. 

“All dividends with compound inter- 
est are returned to the beneficiary, in 
acdition to the face of the policy, 
sliould death occur within the premium- 
depositing period. 

“Most men are married at the age of 
30. By 35 or 40 they have children. 
The children are acquiring an educa- 
ticn when their parents are between 
4u and 5%. Later the children marry, 
and at 60 the parents, if living, are 
alone in the home once more. This is 
the time when they appreciate mostly 
the savings set aside during their 
ycars of greatest efficiency.” 

* * * 


During June the Des 

A Campaign Moines general agency 
on Present of the Equitable Life 
Policyholders of Iowa is experiment- 
ing with a special ser- 

vice campaign to be carried on among 
the Company’s present policyholders in 
that city. The experience gained from 
this experiment will be used by the 





Company in other parts of its field, and 
it is along the line of its recent an- 
nouncement that it would carry on a 
s,ecial service campaign in order thar 
every policyholder might have, if de- 
sired, the direct services of one of the 
Company’s agents for consultation in 
the matter of bringing his policy down 
to date and arranging its privileges to 
most fully fit his needs. A card has 
been mailed to each policyholder in 
Des Moines advising a representative 
of the Company would call in the 
course of a month to take up with him 
any change required under his present 
iasurance and to be of service to him 
in any way possible. 


PUSH MEMBERSHIP CAMPAIGN 








National Association of Life Under- 
writers Expects 10,000 Before Con- 
vention at St. Louis 





W. D. Mead, of Seattle, chairman of 
the membership committee of the Na- 
tional Association of Life Underwriters, 
is speeding up the local associations 
in the campaign for 10,000 members for 
the association by the time of the con- 
vention at St. Louis in September. Mr. 
Mead says that there are 100,000 life in- 
surance agents in the country and that 
the 10,000 desired by the association 
would be but one-tenth of the men in 
the business. Many local associations 
are reporting increases in membership, 
and the next two months will see in- 
creased efforts in this direction. 





Of the 100,000,000 inhabitants of the 
United States only 18 per cent. have 
taken life insurance. 





1865 --- Fifty-One Years Old --- 1916 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low a:.d 
still further reduced by 








The “‘Home Life”’ 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 


Assets increased _ to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 in- 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 
is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 


Supt. of Agts. 
256 Broadway, New York, N. Y. 








Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








RELIANCE LIFE 


gives you mon absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most to date clauses 
known to the Insurance Wor! 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency pre are 
as liberal as can be made. 


WRITE AND WE WILL _ TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








Annual Dividends 
The OOD work is recognized by this 
Perfect Protection Policy Company. Men with their 
OF THE future before them should listen. If 


you wish a place where you can 
grow, where the Home Office knows 
first hand what you are doing and 
what your ambition is, if this hits 
you, think it over—then act. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


Ww. C. BALDWIN 
President 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 








W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 
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ADD A DAY FOR E. A. WOODS 


EXTEND CANADIAN CONVENTION 


“Resolved That Rate Book Contains 
Too Many Plans” One of the 
Debates 





An unique tribute to E. A. Woods, 
president of the National Association 
of Life Underwriters, has just been paid 
by the Life Underwriters Association 
of Canada. The Canada Association 
intended to hold its convention on July 
19, 20 and 21 at Hamilton, Ont. Mr. 
Woods declined an invitation to speak 
at the convention because on these 
days the E. A. Woods Agency conven- 
tion is to be held at a Canadian lake 
resort. The Canadian underwriters 
looked up boat schedules and found 
that Mr. Woods could make their con- 
vention if they extended it a day. It 
was decided to do so, and Mr. Woods 
will speak on July 22, topic “Sales- 
manship.” 

William J. Graham, of the Equitable, 
is to speak on “Business Insurance and 
How to Sell it.” “Advantages of Insti- 
tutional Advertising” will be the topic 
discussed by Warren M. Horner, of 
Minneapolis. The balance of the pro- 
gram follows: 

Program. 


Business Man’s Viewpoint of Insur- 
ance, F. L. Frost, president Frost Wire 
Fence: Company, Hamilton, Ont. 

Address, Kenneth Bethune, general 
manager, American Can Company, Ham- 
ilton. 

Facts, Figures and Fallacies of Life 
Insurance Canvassing, M. P. Langstaff, 
A.J.A., F.A./S., Dominion Life, Waterloo. 

The Patriotism of Life Insurance, J. 
F. Weston, Imperial Life, Toronto. 


The Making of a Premium, E. E. Reid, 
London Life, London. 

The Ethics of Competition, J. T. 
Lachance, Manufacturers Life, Quebec. 

Economic Value of Life Insurance, 
(1) To the Individual, Geo. E. Archibald, 
Canada Life, Sydney; (2) To the 
Family, Chas. D. Devlin, Confederation 
Life, North Bay; (3) To the State, J. 
B. Hall, Dominion Life, Toronto. 

Fitting the Policy of the Prospect’s 
Need, R. G. McCuish, Canada Life, 
Regina. 

The Woman in the Life Insurance 
Field, Mrs. G. R. Baker, North American 
Life, Toronto. 

Minimizing the Loan Evil, J. C. Stred- 
der, Metropolitan Life, Halifax. 

The Training of Agents, S. C. Tweed, 
Northern Life, London. 

Keeping Business on the Books, John 
A. Tory, Sun. Life, Toronto. 

Special Contracts, E. R. Machun, 
Manufacturers Life, St. John, N. B. 

Passing of Old Head Office Viewpoint, 
J. G. Taylor, Mutual Life of Canada, 
Toronto. 

The To-day of Unprecedented Oppor- 
tunity, Ernest W. Owen, Sun Life, 
Detroit. 

Debate, Resolved, that the Rate Book 
contains too Many Plans; affirmative, 
Geo. J. Alexander, Manufacturers Life, 
Richmond, Que.; negative, Ed. Morwick, 
Mutual Life of Canada, Hamilton, Ont. 

Some Aspects of the Company’s Case, 
Alex. Bissett, president, Life Officers’ 
Association, Montreal. 

‘Higher Values of Life Insurance, 
Rev. Mr. Sedgewick, Hamilton. 

Association Work and Its Advance- 
ment, to be taken up by local presi- 
dents. Each president will give a 
three-minute report on special activities 
and features of his association. 

Novel Suggestions for Selling Life 
Insurance, open competition. Prize of 
$25 in gold given by past President 
Wm. A. McBride, M.A., Winnipeg. 

George T. Wilson, second vice-presi- 
dent of the Equitable, will accompany 
Mr. Woods to the Canadian life con- 
vention. 





Joseph Atkinson, for many years edi- 
tcr of The Prudential periodicals, has 
resumed his duties after a severe ill- 
ness. 


INSURED WAS ELECTROCUTED 





Court Decides Execution for Crime 
Makes Policy Contestable Despite 
Incontestable Clause 





An ordinary life insurance policy 
which contained a provision that it 
should be incontestable within two 
years after date of issue, does not cover 
death of an insured where such death 
is the result of execution for crime. 
The Supreme Court of North Carolina 
so held in Scarborough vs. American 
National Insurance Company. 

The defendant insured the life of 
Willie Bell, payable to his mother, Kit- 
ty Bynum, with right to change the 
beneficiary. The plaintiffs are the 
beneficiaries, and are entitled to re- 
cover if the policy is in force. Willie 
Bell, the insured, was electrocuted on 
the 8th day of July, 1915, in accordance 
with the sentence of the law, for the 
crime of murder. The policy contained 
no provision stipulating either for or 
against the liability of the company in 
the event the insured’s life was taken 
in punishment for the violation of the 
laws of the State. The policy does, 
however, contain this provision: 

“This policy shall be incontestable 
after two years from its date of i~sue 
for the amount due, provided premiums 
have been duly paid, except for fraud.’ 

Justice Brown, in rendering the opin- 
ion of the court, said in part: 

“Upon the facts stated, the only ques- 
tion presented on this appeal is, Does 
an ordinary life insurance policy, in the 
absence of any provision in regard 
thereto, insure against death by act of 
the law administered as a punishment 
for the commission of a capital felony? 
We do not think that the parties to the 
contract contemplated such an extraor- 
dinary risk, or that the terms of the 
policy include it. If such a stipulation 
had been inserted in the policy, it 
would be insurance against the commis- 
sion of crime, and void as against 
sound principles of public policy. 
(Scarborough vs. American National 
Ins. Co., 88 S. E., 482.) 


LIFE MEN TALK TOO MUCH? 








W. E. Graham, of Woods’ Agency, 
Makes Suggestion—Harrisburg As- 
sociation Doubles Membership. 





The Central Pennsylvania Associa- 
tion of Life Underwriters has practi- 
cally doubled its membership since last 
fall. President John T. Shirley an- 
ncunced at the closing meeting of the 
season, held at Harrisburg last week 
that only eleven more members were 
required to complete the number. 

Among the guests at the meeting was 
W. E. Graham of the Edward A. 
Woods’ agency of Pittsburgh, and he 
made the interesting suggestion that 
life insurance men “talk too much and 
walk too much.” Everyone realizes the 
merit of life insurance, he said, and in- 
tends to buy it sooner or later; enthu- 
siasm behind intelligent work would 
succeed. 

Lewis A. Irons of the home office of 
tke Penn Mutual Life and F. L. 
Wright, vice-president of the associa- 
tion also spoke. The annual outing will 
be held in August, probably at Ingle- 
nook. 

Among those present from Harris- 
burg were: 

Charles Adler, Charles L. Andrews, 
William Bristol, S. C. Backenstoss, R. 
KF. Baker, W. H. Cordry, C. E. Dasher, 
EK. R. Eckenrode, W. S. Essick, C. C. 
Getter, W. S. Hoover, C. O. Jones, J. 
Ralph Morrison, Isaac Miller, Joseph B. 
Metzger, P. B. Rice, John R. Rote, John 
T. Shirley, W. C. Wanbaugh, Albert A. 
Wert, H. I. Whiteside, F. L. Wright, 
R. T. Eckenrode, L. E. Guarin, M. T. 
Milnor, Thos. Williams, Harry Beck, 
William B. Batchenbaugh, J. I. Batdorf, 
J. Q. A. Rutherford, Jr. 

Others present were: T. J. Harnish, 
Lancaster; J. H. Kirkpatrick, of Steel- 
ton; E. L. Matterer, Lancaster; Fred- 
erick K. Ployer, Mechanicsburg; Ed- 
ward H. Berger, York; Ray F. Zaner, 
York. 
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Metropolitan Life Insurance Company 
Home Office Building 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


 . 5 Gea Powis 
the “Company By the People 
———-——_ For the People 


The Daily Average of the Company's 
Business during 1915 was: 


639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived. 


$1,956,438 per day in New Insurance 
Issued, Increased and Revived. 


$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$146,602.49 per day in Increase of 


Assets 


JOHN R. HEGEMAN, President 








Southern Life 


Assets .\...ccccecceseed ie 






ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 


Company 


ocaeesesoceeesoesovcccs $ 12,629,857.65 


Liabilities .........0. 10,818,731. 

Capital and Surplus 1,811,135,66 
FasetOee BR POD ncccqncncercocccuspescussercscescvecencocessescces 104,822,701.00 
Payments to Policyholders since Organization..............s0s0+ 16,811,250.99 
Is Paying U8 PelicyRelGers O¥SL...cccccccccscescccscccccceccccccces $ 1,350,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 








WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 





DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 





S=misvat > — 


E INSURANCE COM 
MASSACHUSETTS 


OF BOSTON 











Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’ 
mean certain success for you. 








For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 


Subscription Price $3.00 a year. Single 
copies, 15 cents. 





Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. ' 





HORSES TRAINED, BUT RACING IS 
PROHIBITED. 


Commissioner McMaster, of South 
Carolina, has issued a circular in which 
* he says he is willing to co-operate in 
the movement to establish a higher 
standard of qualification for fire insur- 
ance agents. In a letter to companies 
he sets forth that last year there were 
nearly 1,000 fire insurance agents 
licensed in South Carolina, and at the 
present time there are less than five 
hundred licensed. The Commissioner 
has heard of the suggestion that the 
one year’s experience in a fire insur- 
ance office be modified to make an ex- 
ception of the agent who has taken a 
course of instruction at the home office 
of a company for 30 days, but he says 
that it is his purpose to establish a 
‘rule more exacting than heretofore of 
those who hereafter shall seek license 
as fire insurance agents. He thinks 
the suggestion of a State Board of Ex- 
aminers for nre insurance agents is a 
good one. It is a step in the right di- 
rection to make agents competent, but 
it seems more to the point in South 
Carolina that agents who are compe- 
tent should have a few companies to 
represent. 








SPRINKLERS AS LIFE SAVERS. 

There are three main and distinct 
ways in which lives are lost in fires, 
says The Travelers “Standard” these 
being (1) by the burning or suffocation 
of the firemen or of the occupants of 
the building, (2) by crushing and falls 
resulting from panics, and (3) by the 
falling of the wal!s cf the building upon 
the firemen engaged in extinguishing 
the fire. Fatalities seldom occur from 
any of these causes, however, until the 
fire has gained considerable headway. 
It is therefore evident that loss of life 
and personal injuries can be greatly 
reduced by checking or extinguishing 
fires at the start, and it is universally 
admitted that automatic sprinklers do 
this quite effectively. 

It is not necessary that the workman 
should come in actual contact with fire 
in order to be killed or injured. Smoke 
and the half-consumed products of im- 
perfect combustion may cause great 
havoc among the employes, even when 
fue accidents due to actual contact 
with the fire or from falling floors and 
walls are few in number. This has 


been proved, over and over again, by 
sad experience. 

Practically all fires except those caus- 
€1 by explosions are quite small at the 
outset, and the rapidity with which a 
fire gains headway depends largely 
upon the amount of combustible mate- 
rial in the vicinity, and upon the draft 
created by the fire itself. A city fire 
department can seldom have a stream 
ot water playing on the fire in less than 
six or eight minutes from the giving 
of the alarm. Allowing two minutes 
as the average elapsed time between 
the start of the fire and the turning-in 
of the alarm, it is therefore plain that 
the fire will have burned some eight of 
ten minutes before effective aid from 
the fire department is available. It is 
admitted that this is often the critical 
period of a fire, so far as its ultimate 
capacity for destroying property is con- 
cerned, and it is likewise the critical 
period during which the occupants of 
the building can make their escape to 
safety. Each moment after the fire 
starts adds to the difficulty and the dan- 
ger; and in many cases lives are lost 
because the fire has gained such head- 
way, before discovery, that egress by 
the regular exits, or by the fire-escapes, 
is impossible. The fire department is 
often almost helpless under circum- 
stances of this kind, no matter how effi- 
cient it may be, nor how brave and 
competent its members are. The effect- 
iveness of the sprinkler in coping with 
fires in their incipient stages is dem- 
onstrated beyond cavil by the records 
ef 14,714 fires that have been studied 
by the National Fire Protection Asso- 
ciation. 





STATE WOULD TAX POLICY 


The New York State Comptroller has 
brought before the court at Elmira, the 
question of taxing $45,000 insurance on 
the life of the late Dr. Sherman Voor- 
hees, of Elmira. The policy was as- 
signed to the Provident Life & Trust 
cf Philadelphia. 





Joseph J. Devney, the Cleveland life 
insurance sales expert, is a candi- 
date for Congress in the Twentieth 
District, Cleveland, on a business man’s 
ticket. His platform is a Pan-American 
Union, a larger navy, a modified Swiss 
system, an adequate army, opposition 
to military training for women, a tariff 
commission, economic justice and con- 
servation. 

a . * 

Mrs. William J. Graham, wife of the 
superintendent of the group, home pur- 
chase and monthly premium depart- 
ments of the Equitable Assurance So- 
ciety, is an ardent student in the Soci- 
eiy’s ‘correspondence course, and is 
working to secure the certificate of 
graduation. The wives of many promi- 
nent life insurance men take the keen- 
est interest in their husband’s business 
which leads them to participate active- 
ly in much of their work with most 
beneficial results. Mrs. Herman Moss, 
wife of the Society’s general agent at 
Cleveland, is another student of the 
correspondence course, having recently 
received her diploma. 

e . J 

Col. Fred W. Fleming, vice-president 
ot the Kansas City Life, presented to 
Billy Sunday a check for $32,000, 
raised in one day by people in Kansas 
City, while the evangelist was there. 
Col. Fleming was chairman of the 
tinance committee. 

~*~ x « 

Francis W. Heimerle, assistant su- 
perintendent for the Metropolitan Life 
at Gloversville, N. Y., has been ap- 


pointed superintendent at Plattsburg. 
B-uno Haberbush succeeds Mr. Heimer- 
le as deputy superintendent. 











[_ The Human Side of Insurance 








MORGAN G. BULKELEY 


Morgan G. Bulkeley, president of the 
Actna Life, Aetna Accident and Liabil- 
ity and Automobile Insurance Co., has 
given fifty horses to a crack Hartford 
squad, which has been mobilized, the 
horses being valued at $10,000. His two 
sons, Morgan G. Bulkeley, an officer of 
the Aetna Life, and Houghton Bulkeley, 
who was attending Yale and is a mem- 
ber of the Yale Battery, will go to the 
front. Mr. Bulkeley has wired all the 
branch managers of the Company as 
follows: “Salaried employes of the 
Aetna Life and its affiliated companies, 
and those connected with their several 
branch offices or agencies, now mem- 
bers of the National Guard or who may 
enlist for the service now required un- 
der the Government call for mobiliza- 
tion or active service, will be given 
leave of absence from their duty, their 
respective salaries to be continued dur- 
ing such service and their several posi- 
tions to remain open for their return.” 


Two other life insurance presidents 
who have sent their sons to the Mexican 
boarder are Messrs. Taylor, of the Con- 
necticut Mutual Life, and President 
Holcombe, Phoenix Mutual. 


* *£ * 


W. B. Meikle, general manager of the 
Western and British America, has been 
elected a member of the board of di- 
rectors of the Canada Life. He was 
born in Scotland, began his insurance 
career in the head office of the late 
Scottish Commercial Fire & Life, and 
was sent to Calcutta by the Manches- 
ter to take care of its India business. 
He became a leading underwriter of 
the Far East. In 1900 he was appointed 
n.anager at London of the British and 
foreign branch of the Western and 
British America, and in 1907 was made 
general manager of the companies at 
their head office in Toronto. 

ae * os 


Charles E. Sheldon, western manager 
of the American of Newark, has made 
a hit with members of the National 
Association of Insurance Agents since 
meeting them at the Indianapolis con- 
vention last summer. The “Bulletin,” 
published by the agents’ association 
prints Mr. Sheldon’s picture this week, 
and under it says that he “is one of 
the ablest insurance men in the west- 
ern field—or in the whole country, 
for that matter—as results show since 
the American through his department 
writes $12,500,000 in premiums. In com- 
pany councils Mr. Sheldon always takes 
a friendly view of the agents’ cause; 
when he goes before the agents’ associa- 
tions he criticises them if he thinks 
they deserve it. This makes him a real 
personality in the insurance business.” 





John C. Stoddart has been appointed 
special agent of the New York Under- 
writers Agency, succeeding Charles F. 
Enderly, the territory being New Jersey, 
with the except of Hudson and Bergen 
Counties. Mr. Stoddart belongs to a 
family that has made fire underwriting 
history. The late Alexander .Stoddart 
came from Cincinnati to New York and 
conceived and carried out the New 
York Underwriters Agency, the most 
successful organization of the kind in 
the world, and having more than 7,000 
agents. His father is John H. Stod- 
dart, general agent of the New York 
Underwriters Agency, and one of the 
most able fire insurance men in the 
country. With such forebears it was 
only to be expected that “Jack” Stod- 
dart would have in mind an insurance 
career and after being graduated from 
Yale, where he was a star in athletics, 
winning his insignia as captain of a 
team, he began his insurance career 
with the Western Department of the 
North British & Mercantile. Subse- 
quently, he became connected with the 
head office of the New York Under- 
writers Agency, traveling in the west 
and south. He has a pleasing address 
and is a hard worker. 

ok oe aa 

Charles F. Enderly, who has been 
appointed manager of the brokerage 
and service department of the Insur- 
ance Company of North America and 
the New York Underwriters Agency, at 
111 William Street joined the New 
York Underwriters Agency in August, 
1894, and has been in the field for the 
past twelve years. He is a member of 
the executive committee of the Under- 
writers Association of the Middle 
Department and is chairman of the 
executive committee of the New Jersey 
Field Club. Mr. Enderly is a level 
headed, bright and industrious field 
man, with a strong following, and takes 
his new position on July 1. That he 
wiil make good is the general opinion 
of the street. All risks acquired by 
the new department will be written by 
local agents having jurisdiction over 
the territory in which the risks are 
located. Mr. Enderly was formerly 
president of the borough council of 
Westwood, N. J., and was also acting 
mayor of that town. 

o* * * 

H. J. Saunders, who has just been 
elected vice-president and general man- 
ager of the Western States Life of San 
Francisco, is said to have placed over 
$100,000,000 of life insurance in force 
since he started in the business twenty 
years ago. This, by the way, would 
seem to be an excellent way to estimate 
a life insurance man—by his total con- 
tribution to life insurance in force. Mr. 
Saunders in the five years he has been 
with the Western States Life increased 
its insurance in force from two and a 
half millions to nearly twenty millions. 
The assets of the Company were dou- 
bied in that time also and full credit 
for the remarkable development is given 
Mr. Saunders by President Warren R. 
Porter, who says: “Mr. Saunders has 
been the dynamo that has driven the 
producing end of the machinery of this 
institution for the past five years, and 
the board of directors has shown its 
appreciation of his services by electing 
him vice-president and general man- 
ager.” Mr. saunders started in the life 
insurance business as an agent for the 
New York Life at Baton Rouge, La. 
From the first he was a large writer of 
personal business and in three years he 
was made agency organizer with head- 
quarters at New Orleans. He became 
successively agency director, supervisor 
over four States, and in 1910 was trans- 
ferred to San Francisco as supervisor. 
He went with the Western States Life 
in 1911. He attributes his success to 
his thorough training as a soliciting 
agent. 





The Priest Realty Co., of Batavia, 
N. Y., has been incorporated. 























June 30, 1916. 


THE EASTERN 


UNDERWRITER 


11 








GREENWOOD WANTS $350,000 


FIRE 





SUES BROKERS’ ASS’N 





Alleges They Persuaded Companies to 
Cancel Manufacturers and Dealers 
Motor Underwriters’ Agreement 





In February, 1914, everybody inter- 
ested in the writing of automobile 
insurance was following the announce- 
ment-of the Manufacturers and Dealers 
Motor Underwriters, Inc., that it would 
open Offices at 80 Maiden Lane, for the 
purpose of carrying on the business of 
insurance agents, insurance brokers and 
insurance adjusters for any and all 
fields of insurance, but especially for 
the purpose of procuring for the owners 
and users of motor vehicles and users 
of motor boats insurance against lia- 
bility, fire and accident. It was also 
for the purpose of adjusting losses 
which might be suffered by such owners 
or users of motor vehicles and motor 
boats who might have procured policies 
of insurance through the Manufacturers 
and Dealers Motor Underwriters, Inc. 


Objection From Brokers 

The offices were opened. There was 
considerable turmoil, which became so 
great that the companies writing the 
policies placed by the Manufacturers 
and Dealers Motor Underwriters, Inc., 
withdrew from the arrangement and 
the offices were closed after announce- 
ment had been made that a chain of 
agencies would be established, etc. The 
principal figure in the Manufacturers 
and Dealers Motor Underwriters, Inc., 
was Ernest H. Greenwood, vice-presi- 
dent. The argument used by the 
brokers was that under the Manufac- 
turers and Dealers Underwriters, Inc., 
arrangement motor car makers and 
dealers were practically dealing with 
themselves. 

The corporation ended its insurance 
activities in July, 1914, but has now 
resumed activities in the Supreme 
Court, where it has filed suit against 
the Fire Brokers Association of New 
York, and its directors and officers of 
1914, individually, asking $350,000 dam- 
ages. The complaint alleges that the 
Fire Brokers Association through its 
directors conspired to injure the Manu- 
facturers and Dealers Motor Under- 
writers, Inc., by circulars and other- 
wise ruining its business, as the threats 
which the brokers’ association is al- 
leged to have made are said in the 
complaint to have caused the com- 
panies to terminate their agreement 
with the corporation. 


The names of directors from whom 
damages are asked are Seelye Bene- 
dict, R. Henry Depew, R. C. Rathbone, 
II, Percy S&S. Mallett, M. B. Dutcher, 
W. C. Pate, John A. Eckert, A. C. Hege- 
man, F. S. Little, F. F. Lockwood, R. 
F. Murray, F. W. Stillman and N. L. 
Herrick. 


Greenwood’s Contract 

The complaint recites that on August 
22, 1913, Ernest H. Greenwood entered 
into an agreement with the United 
States Casualty whereby he was ap- 
pointed managing agent for the writing 
of automobile policies, covering the 
hazards of public liability, and also 
property damage, for a period of ten 
years. During the continuance of the 
agreement he was to get a commission 
of 22% per cent. on all premiums col- 
lected from policyholders standing to 
the credit of said managing agent on 
the insurance records of the United 
States Casualty. His contract with the 
Fidelity Underwriters covered fire and 
theft. 

The complaint alleges that the plain- 
tiff established a reputation among 
automobile manufacturers. dealers and 


Fire Insurance Department 


owners throughout the United States, 
the good-will so built up and established 
being worth on July 1, 1914, $300,000. 
The plaintiff figures that $10,000 was 
spent in establishing agencies; and 
$2,000 for advertising. 


Merrill, Rogers & Terry are counsel 
for the Manufacturers and Dealers 
Motor Underwriters Inc. 


SINGLE ITEM ENTRY 





Ruling of Committee on Blanks of In- 
surance Commissioners Relative 
to Clearing House 





At the last meeting of the Committee 
on Blanks of the National Convention 
of Insurance Commissioners, Manager 
Stewart, of the Reinsurance Clearing 
House, appeared with the request that 
the committee extend the same treat- 
ment to the Clearing House that was 
extended by it to the Reinsurance 
Bureau last year. 


The Clearing House is composed of 
fifteen fire insurance companies author- 
ized to do business in every State, and 
accepts risks from its members and 
reinsures the same by distributing them 
among the companies composing the 
association in proportion to the par- 
ticipation of each member. Manager 
Stewart desires that the reinsurance of 
his association be allowed to appear in 
Schedules E and F as a single item, 
together with a list of the members, 
the amount to be entered in every case 
to be less the participation of the par- 
ticular company making the statement. 


The Committee on Blanks considers 
that such method of reporting reinsur- 
ance effected through this association a 
desirable one, but cannot amend the 
statement blank to conform with the 
above for the reason that Schedule E is 
left for each company to fill out, and 
Schedule F is not printed in the con- 
vention blank. It is, however, the 
opinion of the Committee on Blanks 
that the States should accept in each 
of the schedules above mentioned the 
single item entry referred to. 





NAMES PENNA. COMMISSIONER 





J. D. O’Neil, of McKeesport, to Head 
Insurance Department—Appointee 
a Politician 





J. Denny O'Neil, a merchant and 
newspaper publisher of McKeesport 
and an active politician who has held 
several appointive posts, has been 
nemed by Governor Brumbaugh as in- 
surance commissioner of Pennsylvania. 
The appointment is effective immedi- 
ately. Commissioner O’Neil is known 
i:. political circles in Pennsylvania as 
an Oliver man. He was county com- 
missioner of Allegheny County and was 
mentioned as highway commissioner. 
The office pays $7,500 a year. 

Governor Brumbaugh has not yet 
filled the office of manager of the State 
Fund. 





15 L. & L. MEN KILLED 


At the annual meeting of the London 
& Lancashire the statement was made 
that fifteen representatives of the Com- 
pany have lost their lives since the 
war started, and ten have been killed 
in the past twelve months. The 1915 
fire premiums reached £1,716,648. 





POSITION WANTED 


Young man desires position as Auto- 
mobile Special Agent. Several years ex- 
perience in Fire Underwriting. Well 
versed in Automobile work, both as to 
Underwriting, adjusting and construction. 
Address: SPECIAL AGENT 

Care of The Eastern Underwriter 

105 William Street, New York 




















FIRE AND MARINE 
INSURANCE—ALL LINES 








The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital - - 





Liabilities (Except Capital) 
Surplus to Policyholders ° 


Statement January 1, 1916 


Assets “ » 


, -  $1,000,000.00 

, 2,377,857.39 | 
‘ . 467,413.45 

‘ 1,910,443.94 | 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 























REMINGTON AND U. M. C. PLANTS 





Retrenchment of Fire Fighting Organi- 
zation Causes a Lot of Talk—Car- 
ried in F. I. A. 





The story in the New York “Sun” 
Tuesday about the abolition of fire 
fighters in the reorganization of the 
Remington Arms and U. M. C. plants 
caused a great deal of interest, because 
of the millions of dollars liability at 
these plants. The “Sun” story was 
dated Bridgeport and concluded as fol- 
lows: 

The first step to be taken in the 
retrenchment policy is said to have 
been the abolition of the fire fight- 
ing force, which change it is esti- 
mated will save about $32,500 a 
year. It is probable the uniformea 
guards will be reduced. The num- 
ber of assistant superintendents is 


said to have been reduced materi- 

ally as was the big staff of foremen. 

It has been found that in proportion 

to the output of arms and ammuni- 

tion the number of men employed 

is abnormal. 

The Factory Insurance Association 
has the business. 

DAN COLLINSON MARRIES 

Daniel H. Collinson, special agent of 
the North British & Mercantile, and 
Miss Sarah Elvira Ewing, daughter of 
Andrew P. Ewing, of Asbury Park, were 
married by the Rev. Jesse Hermann, 
of First Presbyterian Church, Asbury 
Park, a few days ago. Mr. Collinson 
is one of the best known field men in 
New Jersey. Mrs. Collinson is an un- 
usually accomplished young woman, 
having taught school at Avon and at 
Bradley Beach for three years. Mr. 
and Mrs. Collinson went to Old Point 
Comfort on their honeymoon. 





NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 
78,171.37 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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CONVENTION OF NEW YORK STATE ASSOCIATION OF INSURANCE AGENTS 











Agents to Favor Each 
Other on Brokerage 





RESOLUTIONS PASSED AT NEW 
YORK AGENTS’ MEETING 





Want Agents’ Qualification Law En- 
acted—William H. Hecox Elected 
President at Binghamton 





Local agents who did not attend the 
convention of the New York State As- 
sociation of Local Insurance Agents at 
Binghamton last week missed much. If 
tuey had been there they would have 
heard’ Ralph G. Potter, secretary of the 
Underwriters Association of New York 
State, answer the questions that locals 
have been making ready for him for a 
fortnight; they would have heard 
Messrs. Larter and Lemmon explain the 
fumous L. & L. schedule; they would 
have seen the Superintendent of Insur- 
ance of this State make a rattling good 
talk against State insurance and in 
favor of rate making by experts; and 
they would have had a hand in wel- 
coming back to the fold the special 
agents of fire insurance companies who 
have been given a cold shoulder at local 
agents’ meetings ever since the Roch- 
ester convention of two years ago. They 
also could have voted to admit the 
State casualty agents’ association, 
which was done. And last, but not 
least, they could have taken a ride to 
the hills surrounding Binghamton and 
from these heights gazed upon one of 
the most beautiful cities in the State, 
nestling cosily in a valley below. 

Probably the action of the convention 
in deciding to merge with the New 
York State Association of Casualty 
Agents was most interesting. Nearly 
all agents up-State represent both cas- 
ualty and fire insurance. A new con- 
stitution was adopted. The object of 
the merged association is to support 
right principles and oppose bad practi- 
ces in fire, casualty and surety under- 
writing, as well as to promote closer 
fraternal relationship between mem- 
bers. The officers consist of a presi- 
dent, eight vice-presidents, a secretary 
and an assistant secretary, treasurer, 
grievance committee, executive com- 
m:ttee and a legislative committee. 
Tne assistant secretary will be princi- 
pally representative of the casualty sec- 
tion. 

The executive committee will consist 
of eighteen members, nine of which 
shall be elected to represent the fire 
interests, and nine of which shall be 
elected to represent the casualty and 
surety interests. Membership is $5 a 
year for cities of 75,000 or over; $3 a 
year for the smaller places. 


Resolutions 


The convention passed the following 
resolutions: 


Resolved: That this Association through its 
incoming Executive Committee or a Special 
Committee, take some definite action toward 
enacting an Agent’s Qualification Law in this 
State. 

Resolved: That a list of our membership 
shuuld be published and placed in each agent’s 
hands, so that the matter of brokerage by our 
own members will be favored. 

Resolved: That this Association appoint with 
power a Committee of Three to be known as 
a Fire Prevention Committee. This Commit- 
tee to co-operate with Chambers of Commerce 
in the various city and town boards. Insur- 
ance companies and rating bureaus to reduce 
as far as it is present possible the vast fire 
waste in this Country, and we recommend, that 
agents urge the adoption of the State Associa- 
tion standard building code for their individual 
communities. 

Resolved: That we approve the administra- 
tion of the National Association of Local 
Agents and urge upon our members the ad- 
visability of co-operation. 

Resolved: That we are heartily in accord 
with all efforts to raise the standard of the 
Insurance Vaca moa and recommend to the 
Executive Committee, the necessity of inmee 


iate consideration for the elimination of 


practices arising out of the present brokers’ 


license law. 
List of Officers 

A list of the new officers follows: 

President, Wm. H. Hecox, Bingham- 
tcn; vice-presidents, John Kavanagh, 
Rochester; Edward S. Hawley, Buffalo; 
C. A. Porth, Albany; James P. Doyle, 
Oswego; C. A. Cool, Glens Falls; Fred 
G. Horton, Owego; Fred V. Bruns, Syra- 
cuse; Warren Gildersleeve, Central Val- 
ley, N. Y.; secretary, C. J. Curtin, 
Rochester; assistant secretary, Albert 
Dodge, Buffalo; treasurer, R. G. Wads- 
vorth, Binghamton. 

Executive Committee 

Fire—John Tiernan, Buffalo; R. F. 
Gilmore, Schenectady; L. M. Irving, 
Malone; H. C. Dana, Rochester; Glenn 
H. Johnson, Syracuse; W. P. Blackman, 
New Rochelle; S. C. Goodrich, New- 
burgh; C. C. McNitt, Norwich; Geo. A. 
Starr, Dunkirk. 

Casualty anu Surety—N. C. Spencer, 
Buffalo; A. T. Armstrong, Syracuse; 
J. S. Kernan, Utica; F. T. Hill, Troy; 
G. T. Amsden, Rochester; A. T. Mat- 
thews, Watertown; E. H. Warner, Buf- 
faio; W. H. Murray, Hornell; G. W. 
Perry, Elmira. 


BROKERS’ LICENSES 








New York Department Has Refused to 
Issue Only a Handful in a Year’s 
Time 





Superintendent Phillips, of New York 
State, did not give agents much en- 
couragement in their protests against 
the promiscous licensing of brokers at 
the Binghamton meeting last weex. In 
fact, he said that only four brokerage 
licenses have been refused in the past 
year. To make his position even more 
emphatic he said he did not see how 
the Department can refuse a license 
just because it suspects that the ap- 
plicant is a one-case man. It is only 
necessary for the broker to answer 
correctly questions in the application 
for license and for the Department to 
be assured of his integrity. 

Mr. Phillips doubted the legality of 
the Department’s refusing licenses ap- 
plied for in good faith. 


MR. HECOX’S CAREER 

William H. Hecox, of Binghamton, 
who was elected president of the 
agents’ association, has spent about a 
quarter of a century in the fire insur- 
ance business. He began in the local 
agency field; then he became special 
agent for the Old Guardian of London; 
and later returned to Binghamton as a 
local agent. He has long been a popu- 
lar figure at local agents’ conventions. 


DAY NOT THERE 

A Binghamton daily paper announced 
the presence in the city when the 
agents were meeting, of Frederick W. 
Day, of the Royal, and chairman of the 
companies’ New York State Committee. 
As Mr. Day could not have been in 
New York City and Binghamton at the 
same time he was not in Binghamton. 


MR. BRUNS’ SPEECH 

‘Frederick V. Bruns, of Syracuse, 
made only one speech at the Bingham- 
ton meeting and in that he discussed 
the question of fire prevention, and 
co-operation with that end in view be- 
tween fire insurance agents and local 
chambers of commerce. He thought 
that agents did not take enough trouble 
as a general rule in making their town 
a better resistant of fire. 


$20,000 TO INSURE ALBANY 

A Schenectady local agency is said 
to have quoted a premium of $20,000 to 
insure Albany under the new work- 
men’s compensation amendment cover- 
ing its employes. The bid is in the 
hands of Corporation Counsel Frank 
Cooper of Albany. 














ASK COMPANY CONSISTENCE 


DISCUSSION OF NON-BOARDERS 





Agents Object to Companies Being 
“Regular” In One Town and “Irreg- 
ular” In Another 





The discussion on the floor at the con- 
vention of the New York local agents 
in Binghamton last week was interest- 
ing as showing what the agents are 
talking about, the attendance being rep- 
resentative enough to reflect State-wide 
sentiment. 

G. T. Amsden said that the line be- 
tween board and non-board companies 
was being drawn closer than ever be- 
fore, and he thought that the time is 
coming when companies must take a 
definite position after rates are promul- 
gated either as board or non-board com- 
panies. As is known there are com- 
panies which are “board” in some 
cities, and “non-board” in other cities. 
Hc thought that this should not be. It 
is not only discriminating, but it is de- 
cidedly unfair to local agents. 

This brought up some discussion by 
J. M. DeLong, of Watertown, and others 
as to means of forcing companies to 
take one stand or another. In other 
werds, if agents know that one of their 
companies is cutting rates in some 
other city they will reflect sympathy 
for other agents in their premium re- 
ceipts. ‘ 

Roth Discusses Brokers 

There was the usual amount of talk 
akout brokers, and the general opinion 
was that more men are going into the 
insurance business as a side line than 
ever before. “Why is this?” asked Mr. 
Amsden. Personally, he wondered if 
stories printed in the newspapers about 
the fortunes agents are making through 
the workmen’s compensation business 
had not attracteu a large number of 
men into the neld,of competition. 

R. M. L. Carson, of Glens Falls, told 
ot a case in his town where the director 
of a corporation had written solely the 
business of the corporation. A com- 
plaint had been made to the Insurance 
Department, but nothing was done 
about it. It was also shown that in 
Syracuse and Rochester people in every 
walk of life are going into the insurance 
business. 

E. S. Hawley, of Buffalo, suggested 
that President Roth, of the National As- 
seciation of Local Agents, who was 
present, should give his views, partic- 
ularly in view of the fact that Mr. Roth 
has recently returned from a tour of 
the Southeast, where he was in direct 
touch with a large number of locals. 

Brokers’ Discussion 

Mr. Roth said that in Buffalo agents 
were up against the same situation as 
they were in other cities; in fact, he 
thought it a little bit worse because 
every builder and contractor is taking 
away commissions from the regular 
agents. He told of his visit to Albany, 
with some other agents, in order to 
register a protest against the promis- 
cuous licensing of brokers, but the trip 
didn’t amount to much, the Superin- 
tendent taking the position that the law 
compelled him to issue licenses when- 
ever questions in the application for 
license are correctly answered and the 
accompanying license fee is sent. 

Mr. Phillips told Mr. Roths commit- 
tee: “It is up to you insurance men 
yourselves to decide who shall get com- 
missions.” The Superintendent added 
that the Buffalo board might make 
rules which would require something 
more than the State’s license to be re- 
cognized before a commission can be 
secured. Mr. Roth said something must 
be done or the business of fire insur- 
ance will be ruined from the local 
agent’s standpoint. Also, under the 
present conditions the anti-rebate law 
is being violated. He thought that by 
education or in some other fashion the 


situation can be much improved. He 
called attention to the necessity of stif- 
fening up the agents’ qualification laws. 

At this point the discussion developed 
the fact that brokers’ licenses are be- 
ing reduced in a number of cities. 
Charley Tobin Has a Broker’s License 

In talking of outside competition the 
statement was made that the Automo- 
bile Club of Rochester has had its eyes 
opened. C. M. Tobin, former special 
agent of the Commercial Union, is sec- 
retary of this club, and has a brokers’ 
license. He placed the automobile in- 
surance outside. When the Southern 
Surety retired from the State this club 
was left high and dry on its liability 
insurance. 

C. T. Goodrich, of Newburg, brought 
ui: the question of inter-insurers, which 
later was referred to the executive com- 
mittee for consideration. He said inter- 
insurer competition in his part of the 
State was growing, and he thought 
there should be sharper supervision of 
these reciprocals by the Insurance 
Department. 

While there can be no legal way to 
stop them from soliciting by mail in 
this State, they can be made to pay 
tre 2 per cent. tax on business written 
here, some one pointed out. 





HARD ON THE BARON 

Baron E. H. Hornbostel, of the Ger- 
mania, is gunning for those special 
agents at Binghamton who sent him 
trotting to the telephone on several oc- 
casions with fake messages handed him 
by a bell boy to the effect: “Your office 
wants you on the telephone,” “Syracuse 
wants you to call up,’ and “Your 
Elmira agent is waiting for you out- 
side.” 





AN ANCIENT POLICY 

Special Agent Buell, of the Agricul- 
tural, was showing about the lobby of 
the Arlington an old policy he had 
picked up, written in the Agricultural 
before the Civil War on a farm house, 
the coverage being in the neighborhood 
of $30,000, and the amount of cash 
taken by the agent being $2. 





NEW AGENTS’ ORGANIZATION 

Over in Philadelphia there has been 
formed the Insurance Agents’ Interna- 
ticnal Protective Association, composed 
o: industrial agents. A campaign for 
organization was under way for three 
weeks. The officers say the association 
is starting out with 900 members. H. 
E. Ennis is president. 








Loss Adjustments 
(Continued from page 1.) 





Atlas Assurance Co. 
Boston 
British America 


Nat. Union, Pittsb’g 
Newark Fire 
New Brunswick Fire 


Caledonian 

Camden Fire 

Capital Fire 
Citizens of Missouri 
City of New York 
Commerce, Albany 
Commercial Union 
Continental 

County Fire 

Dixie Fire 

Equitable F. & M. 
Farmers Fire 
Fidelity-Phenix 
Fireman’s. Fund 
Firemens, Newark 
Fire Association 
Franklin Fire, Pa. 
Georgia Home 
German-Amer., 
German-Amer., N., 
Germania, N. Y. 
Girard 

Glens Falls 

Globe & Rutgers 
Granite State 
Hamburg-Bremen 
Hanover 
Hartford 

ome 
Humboldt Fire 

ns, Co, of N. Amer. 
Ins. Co. of State of Pa. 
Law Union & Rock 
Liverpool & L. & G. 


Balto. 


New Hampshire Fire 
New York Und. Agen. 
Niagara Fire 

No. British & Mer. 
Northern Assurance 
North River 
Northwestern Nat. 
Norwich Union Fire 
Old Colony 

Orient 

Palatine 
Pennsylvania Fire 
Philadelphia Und. 
Phoenix, London 
Phoenix, Hartford 
Pittsburgh 
Providence, Wash. 
Prussian National 
— 

eliance 

Rhode Island 

R 1 


Exchange 

St. Paul F. & M. 
Scottish U. & N. 
Security, New Haven 
Sun Insurance Office 
Svea Fire & Life 
United Firemens 
Virginia F. & M. 
Westchester Fire 
Western, Toronto 
Western, Pittsburg 
Williamsburgh City 





-, 





Ss. 
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CONVENTION OF NEW YORK STATE ASSOCIATION OF INSURANCE AGENTS 











Special Agents Hear 
Larter and Lemmon 





NEW SCHEDULE EXPLAINED TO 
THEM AT BINGHAMTON 


Larter Refers to Experience Classi- 
fication Statistics of National Board 
of Fire Underwriters 





One of the features of the convention 
was the attendance of sixteen speciat 
agents. They were ostensibly invited 
t.: hear Messrs. Larter and Lemmon. 
It will be remembered that at the con- 
vention in Rochester two years ago, just 
after the new rules of the Underwriters’ 
Association of New York State were 
premulgated, and James Johnston, of 
Syracuse, was on hand with eighty- 
seven specific criticisms of the rules 
which he got out of his system in a 
fi.e-hour speech, there was not a single 
special agent in the offing. Not one 
crossed the threshold of the _ hotel 
where the locals were convening, the 
air of that convention being distinctly 
hostile to the companies, specials and 
those hard-working slaves, Ralph G. 
Potter and his associates. 

Specials Who Attended 

There was a sharp contrast at Bing- 
hamton. The locals welcomed the spe- 
cials as if they had been long-lost bro- 
thers, and bought them all the milk 
there was in the Hotel Arlington bar, so 
much milk, in fact, that one of the bar- 
keepers asked William H. Hecox, the 
new president, how he broke in on a 
pure food convention. 

The specials who were seen in the 
lobby of the Arlington included “Baron” 
E. H. Hornbostel, of the Germania, 
wearing a Larry Waterbury suit; “Pop” 
F. F. Buell, Agricultural; the two 
junior specials recently transferred to 
the up-State wilds, L. C. Breed, of the 
National, and William B. Lutz, Phoenix, 
Erg.; Baldwin C. Chittenden, a lover of 
good music, of the Phoenix of Hartford; 
Clarence A. Rich,* National, an import- 
ant citizen in the Underwriters’ Asso- 
ciation of New York State; W. F. Pat- 
ton, whose fiery thatch balks at white 
horses and, therefore, he consistently 
represents the Automobile Insurance 
Co., of Hartford; P. W. Clark, Insurance 
Company of North America, whose tal- 
erted and charming wife has frequently 


_ertertained conventions of field men 


with dialect recitations; J. U. Dixon, of 
the Newark Fire, who is willing to show 
his birth certificate to prove that he has 
a son twenty-four years old—how de- 
ceitful are appearances; E. J. Parmelee, 
also representing that Watertown com- 
pany; Joseph A. Geyer, a serious man 
despite his name, of the American of 
Newark; John Jordan, Continental, who 
looks as if his profession might be lite- 
rature; L. G. Leonard, Rochester-Ger- 
man; H. L. Platt, Prussian National; 
W. H. Taylor, American Central. There 
were no specials present from Albany 
local -companies, principally because 
those companies have no specials in this 
State. 
New Survey Sheet Attracts Attention 
The specials listened most attentive- 
ly to the authors of the L. & L. Sched- 
ule, and took a keen interest in the 
new survey sheet, which Mr. Lemmon 
explained, and which will show the ex- 
aminer a complete picture of the risk 
after the local agent fills it out, affixes 
the symbols and sends it in. It was 
the first appearance of Messrs. Larter 
and Lemon before a body of local 
agents. Both have had long experience 
in underwriting before being selected 
to compile the system which was pre- 
pared under the direction of the com- 
panies committee: C. F. Shallcross, 
chairman; George W. Babb and Ed- 
ward Milligan. Mr. Larter is a tall, 
scholarly looking, smoothed face gen- 
tleman, while Mr. Lemmon is shorter, 


has a grey moustache and looks more 
like a successful politician of the better 
type than a fire insurance rater. Both 
of them know their business and made 
a decidedly favorable impression. 

The Eastern Underwriter has already 
printed elaborate accounts of the new 
schedule, its plan and the differences 
between their system and the prevail- 
ing systems. This paper has explained 
the treatment of charges for area, occu- 
pancy and hazards by the new and ori- 
ginal factor called the Burning Degree. 
It has shown the great analytical power 
of the L. & L. System by adjusting 
these charges according to the Burning 
Degree of the building and occupancy. 
The manner of treating floor openings, 
etc., has been treated in detail in pre- 
vious issues. 

Classification Experience 

There has been some comment as to 
the use that the L. & L. system will 
make of the classification of the Actua- 
r.al Bureau o1 the National Board of 
Fire Underwriters. Along this line Mr. 
Larter said at Binghamton: 

“When rates have been made by a 
uniform system and combined classifi- 
cation of experience shall have been 
oLtained, it seems to me that we shall 

e in a position to use these statistics 
t» adjust the schedule charges so that 
they will produce rates which will con- 
form to the experience of each class. 
In building the L. & L. Rating System 
we have not had the benefit of complete 
stztistics of this nature because there 
has been no uniform method of classi- 
fying experience until recently, but we 
heve planned our system so that it may 
be readily adapted to the results of 
more complete experience classification 
statistics when they shall have been 
ecllected and combined for a series of 
years in useable form.” 

Mr. Larter was asked by an agent if 
he did not think that conflagrations 
would be fewer in America in the fu- 
ture. He answered that in his opinion 
conflagrations would keep right on oc 
curring at frequent intervals, and he 
thought that there would be more of 
trem in the future than in the past, 
largely because cities are growing larg- 
er, and congested districts are bigger. 
While there will be continued improve- 
ment in hazard he did not think that it 
would be sufficient improvement to 
counteract carelessness and other char- 
acteristics. 





CHANCES FOR PUBLICITY 





Advantage of Them Should Be Taken 
When a Convention Comes .to 
Town 





Agents of fire insurance companies 
frequently complain that automobiles 
get pages of reading matter in their 
local papers, while fire insurance is 
ignored except in the case of litigation 
being brought against a company. This 
calls attention to the fact that when a 
fire insurance convention is in a town 
it is a fine opportunity for local agents 
to grab a lot of publicity that will do 
them good, and at the same time gives 
them a chance to put their own position 
on public questions in the local news- 
papers exactly as they want such posi- 
tions stated. 

The local agents in Binghamton 
ignored this opportunity, although a 
convention of insurance agents comes 
to that city only about once in a de- 
cade. A daily paper reporter who came 
to the Hotel Arlington for a story dur- 
ing the convention last week could not 
find a local agent who would take time 
to talk to him, and if it had not been 
for a representative of an insurance 
paper there would have been nothing in 
the daily paper the morning after the 
convention but a paragraph. Inasmuch 
as Superintendent Phillips went on rec- 
ord against State rate making and in 
favor of rate making by experts the 
locals should have taken a few minutes 


R. G. POTTER ANSWERS QUERIES 


FEWER STAMPING OFFICES 





Invites Agents to Call Upon Him in 
Syracuse and Discuss Their 
Grievances 





Ralph G. Potter, secretary of the 
Underwriters Association of New York, 
left a -Brown University Commence- 
ment in order to appear before the 
New York State Association of Insur- 
ance Agents at the Binghamton con- 
vention. He did not have any prepared 
speech, but said that he was ready to 
answer any questions. For a minute 
or two no one had any questions to 
propound, but then they got busy. 

One of the first things that the 
agents wanted to know was the truth 
regarding concentration of stamping 
offices in this State. An agent in the 
Hudson River Valley asked if it were 
true that his local stamping office was 
to be moved to Albany. “It is,” said 
Mr. Potter. “What about it?” 

Fewer Stamping Offices 

“We want to know how to prevent it.” 

Mr. Potter then turned the fire di- 
rectly on the agents themselves and 
asked what the objection to concentra- 
tion was. He said that the aim of the 
State association was to have about 
four stamping offices. He said that the 
cities where there are stamping offices 
now only come in direct contact in 
these cities with 250 agents, and, yet, 
there are more than 2,000 agents in 


the State .in cities without stamping 
offices and they manage to survive. 
Turning to C. W. Cool, of Glens 


Falls, he asked him if he had any ob- 
jection to sending dailies to Albany to 
be stamped. 

“No,” said Mr. Cool. “If I had my 
way I wouldn’t have any stamping 
offices at all.” 

The question of delayed inspections 
came up, and Mr. Potter said that one 
reason for this was that nine of his 
best men were engaged in the Larter 
& Lemmon tests, and had been for 
some time, but this was pretty nearly 
finished and the inspectors would be 
back on the routine job again directly. 

There was quite a little talk about 
the correction of electrical defects, fees 
for electrical inspection, etc. There 
may be some way of preventing the 
careless and indifferent owner of a 
building from penalizing tenants who 
want to toe the underwriting engineer- 
ing mark by keeping their particular 
premises just right, but it has not been 
discovered yet. 

W. M. Fiero, of Middletown, did not 
see why Sullivan County should have 
higher rates on unprotected property 
than Orange County, and he told of 
an incident where a man owning a 
beautiful home in Sullivan County paid 
a higher rate than another man wh9 
owned a poorer structure just across 
a brook, but in Orange County. Then 
Mr. Potter explained that there were 
a great many reasons, climatic and 
others, why classification differs, and 
rates cannot always be made by the 
eye alone. 

Binghamton School Rates 

One indignant agent, with fire in his 
voice and wrinkles in his brow, wanted 
to know why the school house rates 
are so high in Binghamton. He said 
that no matter how well his city does 
in meeting building requirements in the 
matter of school houses it seems t» 
draw rates that are higher than other 
cities. Mr. Potter said he could not 
answer blind queries, but would try 
to give some light if someone would 
tell him the rates about which the com- 





off, gone to the local newspaper office 
and filled the ear of the city editor 
with their own story of that speech and 
what took place at the meeting. 


plaints are made. 
the question 
rates are. 

“How about you, Mr. 
Mr. Potter, 
convention 
room. 

“IT don’t know anything about school 
houses,” was Mr. Hecox’s comment. 
“I'm not in politics.” 

“Come to Syracuse” 

Mr. Potter extended a warm invita- 
tion to the agents asking them to come 
to Syracuse, in fact, declaring that it 
was their duty to do so. It is common 
gossip in the State that no agent, be he 
ever so hot under the collar against 
the State association, can long remain 
in Mr. Potter’s office without seeing his 
indignation melt under the Potter glow. 
There is nothing that Mr. Potter can- 
not explain, if given an opportunity to 
do so in a friendly chat, as his front 
name is diplomacy. However, if the 
fire insurance agents accept the Potter 
invitation and call upon him—it must 
be arranged so that they do not. all call 
at once, or he never will catch up— 
there is one sure bet, and that is there 
will probably be no future convention 
of the New York local agents’ associa- 
tion that will not ask the permission to 
be addressed by Mr. Potter as long as 
he is the secretary of the U. A. N. Y. S. 


The man who asked 
could not tell what the 


Hecox,” said 
spotting the host of the 
sitting in the back of the 


WILL VISIT THE COAST 

President Herrick and Vice-President 
Lane, of the Niagara, will leave for a 
trip to the Pacific Coast on July 22. 
They will visit agents of the Company 
and return on September 4. 

George W. Dewey will come back to 
the Niagara as vice-president pro tem 
during the time that Messrs. Herrick 
and Lane are away. 


GATELEY, HAIRE ARGUMENT 

The Gateley, Haire Co. case, Albany, 
was argued this week. The cancela- 
tion c'ause figures prominently in this 
litigation. 











NOVELIST WAS SECRETARY 

In the new offices of the Niagara is 
a picture of Washington Irving, the 
American writer who immortalized the 
Hudson River country. At one time 
he was secretary of the Niagara and 
the Company still has some of his 
minutes in his own handwriting. 





EXIT TITLE OF EXPERT 
For good and sufficient reasons the 
title of Expert has lost its popularity 
in New Jersey rating circles, and it is 
noticed that the rating office is being 





eulled nowadays, “Schedule Rating 
Office,” instead of Office of Expert. 
VERY LATE NEWS 
Under the caption “Late Eastern 
News,” a San Francisco insurance 


newspaper says: “Philadelphia, June 
23 The Insurance Company of North 
America will celebrate its 125th anni- 
versary next year.” 





DINNER FOR SPECIAL AGENT 

Special Agent James H. Campbell 
of the Hartford Fire, who has been 
located at Riverside Inn, Hooksett, N. 
H., is to move his headquarters to 
Portland, Me., to be more conveniently 
located for the handling of his terri- 
tory. To express their esteem for him 
and their regret at his departure, Mr. 
Campbell’s friends and associates gave 
a dinner for him. Victor E. Stevens 
o* the home office staff of the New 
Hampshire Fire drew the cartoon of 
Mr. Campbell which adorned the front 
cover of the menu. 





MAY RAISE LITTLE FALLS RATE 

As a result of the inspection of Little 
Falls, N. Y., it was found that the new 
basis rate totaled $.465. A basis rate 
of $.45 is necessary for a class A rating. 
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MISS TRIP TO ORIENT 





Insurance Clerks Were Getting Ready 
to Go to China to Work for Union 
Fire Insurance Co. 





Several months ago word was passed 
along William Street that the Union 
Insurance Company of Canton, China, 
wanted some young insurance clerks 
who had had experience in this country, 
the statement being made that there is 
a shortage of insurance clerks in China 
because few Englishmen had been go- 
ing to the Far East because of the 
European war. Several young men, 
with the taste for adventure in their 
blood and wanting to see the world, 
were picked out and were preparing to 
hitch their destinies to the Eastern 
star when word was recently received 
from the Orient that the men would 
not be needed at this time. The sal- 
aries were to have been $1,500 to $2,000, 
and in going with the Company the 
clerks were to have agreed not to 
marry during the period of the first 
five years. ; 


LANDLORD AND TENANT 


Fire Insurance Loss Made Subject of 
an Interesting Ruling by Appellate 
Division 








The Appellate Division of New York 
State has rendered a decision involving 
landlord and tenant which is of interest 
to insurance companies. The lessee of 
a country store in Ausable Forks, N. Y., 
paid the quarterly rent on August 11, 
1914, and on November 8, 1914, a fire 
rendered the store untenantable. Soon 
thereafter the lessor, a woman, re- 
ceived insurance money, the policies 
having been placed on the building sub- 
sequent to the execution of the lease. 
Three days after the fire the lessee 
paid the quarter rent. The store was 
rebuilt and the house was not rented 
until the following spring. 

January twenty-second of the follow- 
ing year the lessee wrote the lessor 
that he elected to accept the option 
given by the lease and offered to pay 
the purchase price less the amount of 
the insurance received by her, and also 
to pay her the insurance premiums. 
He also advised her that he had quit 
and surrendered possession of the 
premises as a tenant under section 227 
of the Real Property Law. There was 
no covenant upon the part of the lessor 
that she would maintain the buildings 
during the existence of the option, or, 
that if the option should be accepted, 
she would convey the property in the 
condition in which it then was or 
should be after repairs by her. In an 
action to recover the quarter’s rent 
claimed to have become due February 
11, 1915, held, that the lessee is ‘not 
entitled to have the insurance moneys 
applied upon the purchase price of the 
property; that the lease was in full 
force and effect during the three months 
prior to February 11, and that the lessee 
is liable for the rent due on said date. 
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LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 


Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH AVENUE PITTSBURGH, PA 











The fire having rendered the premises 
untenantable and unfit for occupancy, 


me eases, a) ign nave sectet “© | Firemen’s Insurance Co., Newark, N. J. 





for the remainder of the term and have 

repaired or rebuilt the property at his STATEMENT JANUARY 1, 1916 

own expense, or (2) he might have Capital Se 

quit and surrendered possession. Un- SS Sali i NOEL EPL ERIE A + 935.812.00 

less he made such surrender, he con- Reserve for Unpaid Losses and All Other ‘ ‘ ; 

tinued liable under covenants of the Lsahtint a. 382.114.00 

lease for the payment of the rent. $f # #®NET sURPITJg 9 CCC CCC tte , : 
ie ahae tee deekedl 4 Ridbn Goth oor fae re 2,708,837.00 

render, he was required to act within TOTA Sea 

a reasonable time, depending upon the Re 64S ote ondeased tow wawes $7,046,763.00 





DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary ; 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 


circumstances. 














NORWICH UNION REPORT 

British newspapers contain a — 
of the annual meeting of the Norwic 
Union. The chairman, in discussing INCORPORATED 1794 
the fire insurance account, said: : 

“Taking the accounts in their order 
you will observe that our fire premiums 
at £1,188,766 show a reduction of £23,- 
000. This is more than accounted for 
by the reduction in the first five months 











of the year, as compared with the cor- 
responding «x of 1914, yt a 308 & 310 WALNUT ST., PHILADELPHIA, PA. 
m1 t 
ong Rae Bing gay pot . 50.53 CASH CAPITAL, $1,000,000.00 
aed cent., = ong 59.81 = = LIABILITIES, $2,585,923.98 ASSETS, $4,012,344.68 
rate bein 
aaatieaaiie tone yo oy ype roo the SURPLUS TO POLICY HOLDERS, $1,426,420.70 
result is a trading profit of £174,000. AGENTS WANTED WHERE NOT REPRESENTED 





being 14.66 per cent., which is one of 
the highest in our experience, and 


compares favorably with 5.12 per cent. 
in the preceding year. The effect is TH F y 0 R K S H ] R E INSURANCE COMPANY, Ltd. 
that after adjusting the provision for OF YORK, ENGLAND q 
unexpired risk we have a disposable ESTABLISHED 1824 

e “Yorkshire” is the Oldest and Strongest of the English Fire Companies not hereto- 








sum of £183,000 in this account, out 
of which we are able to add £75,000 fore re ao States 
to our additional or what I prefer to Frank & Dubois, United St 
eee a ’ tes M 
call our free reserve, bringing it up to Harry F. Wanvig, Branch Secretary Frank By Martin Ny ge ye 
No. io MAIDEN LANE, NEW YOR 


£875,000, and also to transfer £108,000 

to profit and loss. I am sure you wil! NEW YORK LIFE eunanen & TRUST CO. U.S. _peEee. No. 52 Wall St., N. Y. 

agree with me that we have good 1 ET UPACIFIC Conor: unccin bela oe gy oo Managers, New York, 
¢ : ’ ure e 

reason to be satisfied with the year’s VIRGINIA, Harry R. Bush, Manager, scone tC. Sea . 

trading in the principal department of & Hopkins, Managers, Atlanta, Ga.;/ LOUISIANA and MISSISSIPPI, Jas. B. Ross 

our business.” Manager, New Orleans, La. . 


ATLANTIC CITY MEETING FIRE ASSOCIATION paraStvenia 


July 19th is the date of the summer s 
meeting of the Underwriters Associa- Office: Company’s Building, 407-409 Walnut St. 

















tion of the Middle Department and Organized 1817 Incorporated 1820 Charter Perpetual 
Atlantic City is the place. Many of Cash Capital $750,000 Assets $9,091,141 
the field men will bring their wives E. C. IRWIN, President CONDERMAN, Vice-President ¢ 
F . : M. G. GARRIGUE 
and there will be social features of R. N. KFLIY IGUER, Sge. and ‘Prens. aoa 








interest. 














San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 








U. S. Cash Assets, Dec. 31, 1914 $14,814,383,.94 
Surplus, - + + + 4,841,887.19 
3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
1,051,543,00 


Losses Paid by Chicago Fire, 1871 


Losses Paid by Baltimore Fire, 1904 













Over $147,000,000.00 


Losses Paid in the United States 





Liverpool 

ano EOndon 
ano Globe 
Insurance Co, 
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HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mer. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 
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NEW JERSEY NOTES 











NO MORE FREE BINDERS 





New Jersey Rules Now Prohibit Prac- 
tice as Discriminatory and in 
Violation 





The Eastern Underwriter notes that 
an equitable change has been made in 
Section No. 3 of Rule No. 11, page 16, 
in the new rules and class estimates 
of the New Jersey Schedule Rating 
Office, and it becomes of considerabie 
interest, as these rules are part of the 
insurance laws of the State of New 
Jersey, the Commissioner of Insurance 
and Banking having decided under date 
of November 8, 1913, that the rules of 
the Schedule Rating Office are part of 
the rate law. 

This new section requires that a com- 
pany must charge for all the time that 
it has liability upon a risk. In other 
words, binders cannot be crossed off 
and no premium paid for the time the 
company has been liable. We under- 
stand that the Commissioner feels that 
such practices are discriminatory and, 
therefore, in violation of the law, and 
if a company carries binders for one 
assured and then crosses them off 
without charging therefor, it must do 
se in the case of every assured in New 
Jersey. 

It might be advisable to call attention 
of the New York Superintendent to the 
equity displayed by New Jersey in this 
matter of binders. In fact, it is one of 
the crying evils of the business that 
companies should be liable for such 
large amounts (under binders) for 
which they receive no premium, the 
binder being canceled. 





BLANKET POLICIES 





New Rule of New Jersey Schedule 
Rating Office Will Correct Abuses— 
Assured Must Sign Letter 





An important change in New Jersey 
rules is a form of letter which must be 
signed by the assured to procure an 
average rate for a blanket policy. As 
this letter refers to the fact that the 
specific filings only produce specific 
ri tings, it becomes necessary also to 
file with the New Jersey Insurance De- 
partment the conditions which make 
blanket rates. The form of letter 
which the assured must sign, follows: 
Schedule Rating Office. 

40 Clinton street, Newark, N. J. 
Gentlemen: 

We hereby make application for average rate 
covering our property situate................... 
and for the purpose of computing rate, in ac- 
cordance with the filings made with the Com- 
missioner of Banking and Insurance, under 
Chapter No. 85. of the Insurance Laws of 1913 
of the State of New Jersey, we make the fol- 
lowing statement: 

The values of buildings and machinery is 
appraised by us at full value. To the best 
of our knowledge and belief, the values of 
stock is the average annual value, as follows: 











as ‘it Values 

Designa 1 Building |Machinery| Stock 
$ $ $ 
$ $ $ 
$ $ $ 





As Chapter No. 85, Laws of 1913, State of 
New Jersey, requires that schedules for rating 
shall be filed with the Commissioner of Bank- 
ing and Insurance at Trenton, New Jersey, 
before any specific rate can be used in the 
determination of premium to be charged for a 
fire insurance contract, and as these filings 
produce only specific rates on building, on 
machinery, and on stock. therefore, copy of 
this statement as compiled and executed is 








MUTUAL COMPETITION 





List of Mutuals Which Have Joined 
the Morgue in Past Ten 
Years 





Mutual competition in Essex County 
is more active than it has been for 
seme time. The Eastern Underwriter 
has been asked what New Jersey mu. 
tvuals or inter-insurers have retired 
from the running in the past ten years. 
The record is as follows, compiled from 
the New Jersey Insurance Department’s 
reports: 

Insurance Keciprocal Fire Insurance 
Co. of New Jersey, of Jersey City, in- 
corporated January 24, 1914, forfeited 
its charter one year later because it 
failed to subscribe proposed capital of 
$100,000. 

Essex County Mutual Insurance Co., 
of Bloomfield, organized 1844, failed 
September 10, 1913, and re-insured in 
the Firemen’s of Newark. 

Holland-American Mutual Fire Insur- 
ance Co. of New Jersey, of Paterson, 
cuncelled all policies early in 1913, with 
nc return premium to policyholders. 


Cumberland Mutual Fire, Bridgeton, 
N. J., assets, $125,766; liabilities, $3,315; 
no re-insurance reserve; net surplus, 
$122,451; net premiums, 1915, $34,509; 
total income, 1915, $40,410; net losses, 
1915, $27,192; total expenditures, $38,- 
964. 

Farmers Reliance, Camden, no as- 
sets; no liabilities; no re-insurance re- 
serve; no surplus; net premiums, 1915, 
$8,514; total income, 1915, $113,876; 
Icsses paid, 1915, $85,377; total expendi- 
tures, 1915, $90,207. 

Fire Relief Association, Newark, no 
assets; no liabilities; no re-insurance 
reserve; net surplus, $8,718; net premi- 
ums, 1915, $3,337; total income, 1915, 
27,485; net losses, 1915, $26,144; total 
expenditures, $28,767. 

New Jersey Association, Croswich, as- 
sets, $42,856; liabilities, $5,004; no re- 
insurance reserve; no surplus; net pre- 
miums, $10; total income, 1915, $2,018; 
no losses paid, 1915; total expenditures, 
1915, $325. 

Shrewsbury Mutual Fire, Eatontown, 
N. J., assets, $41,712; liabilities, $10,- 
249; no re-insurance reserve; net sur- 
plus, $31,462; net premiums, 1915, $14,- 


5£3; total income, 1915, $16,280; net 
losses, 1915, $5,207; total expenditures, 
$8,611. 





PITTSBURGH AGENT A VISITOR 


A visitor at the offices of the Newark 
Fire Insurance Co. this week was A. 
M. Hast, of Benswanger & Hast, Pitts- 
burgh, which controls a number of im- 
portant lines. Mr. Hast came to Amer- 
ica from ‘Birmingham, Eng., had a 
prominent position with a Pittsburgh 
department store fo. some years and 
then went into the local agency busi- 
ness. 





TAR COAL COLORS 


The executive committee of the New 
Jersey Field Club, is arranging for a 
meeting in July. The meeting will be 
addressed by Ralph Parsons, of the 
Atlee Brown Bureau, subject, “Coal Tar 
Colors.” The meeting will be in New- 
ark. Memorial resolutions will be 
passed on the death of Ross M. Wick- 
ham. 





authorized to be filed with the Commissioner 
of Banking and Insurance at Trenton, New 
Jersey, in order that the proper blanket or 
floating rate may be determine from the rat- 
ine data on file in that office. 
Date (Signed) 
(Holograph signature in ink 
required in all cases.) 





VULCAN INSURANCE CO. 


89 Fulton Street, New York 


Fire—Automobile—-Sprinkler Leakage 
Statement, December 31, 1915 
ADMITTED ASSETS 


N. Y. City Gold Bonds, Market Value 


Railroad Gold Bonds, Market Value 
Interest Accrued 


oe 
eee eee eeee 


ee ey 


$250,390.00 
26,700.00 
2,399.57 
26,354.24 
50,184.16 


$356,027.97 


$200,000.00 
63,333.38 
13,598.07 
3,398.19 
75,698.33 


$356,027.97 


$275,698.33 
257,546.07 


ISIDOR KAHN, President 


CHARLES E. FALK,Vice-Pres. 


Responsible agents wanted in the 


Pennsylvania, Illinois, Indiana and Ohio. 


I. KOENIGSBERGER, Sec. 


States of New York, New Jersey, 
Correspondents desired for 


sprinklered risks and high-grade mercantile and special hazards. 


Especially low rates for Automobile 


and Sprinkler Leakage Insurance. 








First National Fire Insurance Company 
of the United States  ¢.,.scst of Condition Dec. 31, 1914 apres D.C. 


ASSETS 
Real Estate (Equity)............. $ 254,500.00 


BEOURERGS EGORD cccsccessesscccscs 235,600.00 
Bonds (Market Value)............ 972,966.29 
Cash in Banks and Office........ 38,387.53 
RGU DERBROUS. vcccsvevicccecccs 81,266.65 
Interest and Rents Due and 

PN sen ateveasecsvensinsese 27,215.03 
Re I I icacnnscedconsece 4,692.31 
ee ee $1,614,627.81 

ROBERT J. WYNNE, aaa 
New York City Agent 
WM. SOHMER, 75 William St. 
New York City 


LIABILITIES 
Outstanding Fire Losses.......... a0.276. 41 
Unearned Premium Reserve a 
Accrued Charges on Real Estate 
All other Liabilities.. mor 


mt 
Surplus to Policyholders.......... $1,303,043.32 


EE 0 Gonisdtistndeesionaeaeel $1,614,627.81 
JOHN E. = onaging Underwriter 
Brooklyn Agen 
FRANE ECKEL. BECKER, os Remsen St. 
Brooklyn, N. Y. 








INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch 
92 William Street, New York 


RICHARD D. HARVEY 


United States Manager 








SCHAEFER & SHEVLIN 


2 LIBERTY STREET 


GENERAL AGENTS 


NEW YORK, BH. Y. 


REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John a31s 








56-8 PINE STREET 





BLAU, FREEDMAN & GENIS 


Tel. John 3303-4 


Exceptional Facilities for Placing Business in New 
York City for Out-of-Town Brokers and Agents 


ASK FOR PARTICULARS 


NEW YORK CITY 








H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 








John C. Paige Co. 
INSURANCE 


65 Kilby St. Boston, Mass. 
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Agents’ Association Talks 
of Brokers’ Service 


OUTLINES ITS POSITION WITH 
REFERENCE TO COMMISSIONS 


Thinks It Better For All Agents and 
Brokers to Stick to Their Own 
Bailiwick 


Some weeks ago a story was printed 
in the “Bulletin” of the National As- 
sociation of Insurance Agents regarding 
the placing of a certain traction line 
in Texas formerly handled by local 
agents, but afterwards through the in- 
fluence of financial interests placed in 
the hands of a New York broker. Sub- 
sequently the Texas agents had an 
opportunity to confer with the financial 
backers of the properties and found 
that the brokers had secured the insur- 
ance first by promising better rates 
and second by promising to see that 
the local agents were as well taken 
eare of as before. The “traction mag- 
nate” was much surprised to find that 
the broker’s method of taking care of 
the local agent was to reduce the com- 
mission from 15 per cent. to 5 per cent., 
and promptly ordered that the San An- 
tonio line be restored to local channels 
as formerly. 


Comment of Brokers Again 
In commenting upon this incident 
the “Bulletin” of the Fire Brokers As- 
sociation of New York said: 


“Agent vs. Broker” 

Our attention has been called to an article 
appearing in The American Agency Bulletin 
—issue of April 4, 1916—regarding the Santa Fe 
Traction Company Line in Texas. This con- 
troversy seems to lie to the fact that the 


agents do not care to recognize a broker, and - 


the last paragraph, viz.: “The Bulletin will 
be glad to have information in regard to what 
these concerns are doing elsewhere,” tends to 
create an unpleasant atmosphere in other 
places where there is no controversy between 
the agent and the broker. 

Invariably, agents secure the business 
through the brokers. Of course, where the 
agent refuses to deal with the broker, then 
the business is placed elsewhere. The broker 
to-day with his expensive engineering staffs 
and schedule departments is giving better ser- 
vice to the individual than the local agents 
can give, except in a few cases, with the re- 
sult that brokers have been able to secure in- 
surance on large lines throughout the country. 

In fact, if the local agent did his part, the 
broker could not take the business from him 
as did this broker in this specific case. It 
looks as if some disgruntled agent has com- 
plained to the National Association of Insur- 
ance Agents of which The American Agency 
Bulletin is an official organ, in an endeavor 
to prevent brokers from dealing in other cities 
with agents, or cause trouble in other sections. 

The Fire Brokers’ Association does not look 
with favor upon the rule of the National As- 
sociation wherein they advocate that no com- 
mission should be paid to non-resident brokers 

-on locally owned property. 

That again calls attention to the question 
for some reason—for the assured to consider 
them from the non-resident broker. 

The insurance business to-day is controlled 
almost entirely upon the application of sched- 
ules. Some agencies cannot afford to give to 
the assured the profits of the individual in- 
spection, and therefore the benefit of the 
schedules, which the broker can and does. 
Certainly the broker should be recompensed 
for his service. On the other hand, many of 
the agents have lost business because they 
have not given service to their assureds in 
the matter of reducing rates, providing suit- 
able policy forms and through other condi- 
tions which the brokers have been able to 
point out t» the assured to his advantage. 

Competition among brokers is what has made 
low rates and better fire protection in the 
City of New York, and the brokerage business 
will grow in every State in the United States 
unless the agent does something to prevent 
it. The broker is alive to this condition, and 
that is the reason he is getting the business 
away from the agents. It does seem unfair for 
our good friends who solicited subscriptions 
frem our members to take any action that may 
eventvally lose business to the local agent, 
as there are many companies only too willing 
to take the business from the large and well- 
known brokers, 


Agents’ Associations’ Comment 


The editorial of the brokers’ paper 
has called out this editorial from the 
agenis’ paper and the “American 
Agency Bulletin.” 

_ We take it that the above is intended to be 
in the line of friendly comment toward the 
agent from the standpoint of the broker; at 
least we accept it as such and will treat it 
in that spirit. Apparently there is no attempt 


to justify the ethics used by the New York 
broker in the particular incident referred to. 
The National Association of Insurance Agents 
tries to hold its members up to proper prac- 
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tices and fair dealing, and that includes a 
recognition of the outside broker who can 
control the insurance on local property owned 
by non-residents. We assume that the 
Brokers’ Association in like measure would 
endeavor to instill into its members a recog- 
nition of proper ethics toward the insurance 
agents. 

Agents certainly could have no objection to 
brokers giving the assured their best service, 
and receiving therefor the commission due, 
within their own territory. Almost the only 
service the broker aims to render when he 
soes for outside business, is to cut under the 
local agent and find some way to prove to the 
assured that it is money in his pocket to 
patronize the broker. Very often a part of 
their competition is to throw discredit upon 
the local agent and his service, and there is 
inst a suggestion of that in the editorial from 
the Brokers bulletin which perhaps is not in- 
tended and would be repudiated upon reflec- 
tion. 

The local agent generally is just as com- 
petent as the outside broker to protect and 
care for the interests of the assured, even 
thovgh the companies which he_ represents 
world not allow him to cut the rates in com- 
petition with the broker. However, a most 
important factor from the standpoint of the as- 
sured, is the agent’s influence in local condi- 
tions which improve not only general munic- 
inal hazards, but also individual risks. So 
far as inspection is concerned, the agent is 
far better qualified to render service than the 
ovtside broker. 

Moreover, there are other ways in which 
the local agent faithfully serves the interest 
of the assured, because he is in touch with 
pv blic opinion "and on friendly relations with 
his fellow townsmen. He helps to make bet- 
ter the general conditions under which the 
nrorerty owners must live and conduct their 
business. Recognizing this, brokers as in the 
Texas case cited often deceive the assured as 
to their purposes in placing business through 
local agents. Of course we do not mean to 
sugerest that all New York brokers use these 
unfair methods, but the broker’s idea gen- 
erally is to give the local agent the very 
smallest possible proportion of the commission. 

New the New York broker wants the Agents’ 
Asseciation to break down the rules in regard 
to resident property owners, so that in addi- 
tion to receiving a small commission on local 
aroperty owned by non-residents, the agent 
will have. to divide his commission with the 
outs'de brokers on property owned locally. We 
think it would be far better if all brokers 
and all agents confined their operations to 
their own balliwick, at least so far as resi- 
dent property owners are concerned. Surely 
there is business enough in New York to 
satisfy all brokers of that city without mak.- 
fne it necessary for them to scour the ccun- 
try trying to skim off the cream of the azcnts’ 
business. 

We cannot see that it is wise or necessary 
for the agents’ association to modify the rules 
in regard to brokerage. Indeed anyone familiar 
with the history of the Association’s work in 
connection with overhead writing will realize 
that its attitude has had a very material ef- 
fect in holding the business for local agents 
rd in keening their pastures secure from the 
incursions of alien stock: 

o =< & 


Curtiss Aeroplane Line 

While war risk rates are going up in 
some places the same cannot be said 
of the line of the Curtiss aeroplane 
plant near Buffalo, distributed among 
Buffalo locals. This line formerly 
rated at 1.30 for a year and is now 32 
cents for three years. Reason: sprink- 
ler equipment. The line is more than 
$5,090,000, and was rather difficult to 
place. 

a * x 


A $32,000 Premium 

Recently, fire companies were asked 
tc take in this State a war risk, the 
premium on which was $32,009. It was 
one of those premiums that a local 
agent gets once in a life time, and 
could have been larger but the compa- 
nies would not take any more. 

* * * 


Henry W. Marsh Sails 
Henry W. Marsh, of Marsh & Mc- 
Lennan, sailed for Europe at noon on 
Tuesday. 





“* The Leading Fire Insurance Company 
in America’ 


WM. B. CLARK, President 





ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 


of Aetna Insurance Co. 


Application For Agencies Invited 














Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, 1916 
RE ie gp itcawtcnknsedsas aa datweesves< See 


Liabilities ....ccccccccces 
DUP RIUG oo o.0.00.0.0:6.0:0.0:0:0:0.0.0,05.05:6:400:000 6050 
UNITED STATES BRANCH 

123 WILLIAM ST., NEW YORK 

J. H. LENEHAN, 

AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 


922,699 
1,140,616 


eee ewer eeersese 


United States Manager 





NO INSURANCE FOR STATE 
AFTER 1920 

In an opinion rendered this month by 
Deputy Attorney General William M. 
Hargest to Samuel B. Rambo, superin- 
tendent of public grounds and build- 
ings, it was held that all insurance 
on Pennsylvania State properties must 
be for periods ending with the last 
day of 1920. The opinion, says the 
“Insurance World,” was rendered on a 
question raised about insurance on the 
S.ate Hospital for Criminal Insane at 
Fairview, which was increased $26,500 
after the passage of the act creating 
the State fire insurance fund. 

Mr. Hargest states that the purpose 
of the act is to have the State carry 
ite own insurance. “No provision is 
made for insuring new buildings erect- 
eu since the passage of the act and I 
am advised that the fund created by 
this act is amply sufficient to protect 
all such new buildings,” he states. “It 
seems to have been the intention of the 
legislature that the fund was to provide 
fur insurance upon all new buildings 
and to gradually reduce the insurance 
vpon all old buildings until December 
1, 1920, when the fund would be able 
to carry all insurance upon all of the 
properties of the commonwealth.” 





NEW YORK OFFICE WINNER 

The New York office of the Maryland 
Casualty Co., represented by Resident 
Manager Eugene F. Hord and T. M. 
Donaldson, manager of the accident 
and health department, tied ‘with the 
Philadelphia in having the largest num- 
ber of solicitors who qualified for a 
bonus for new accident and health 
business during the Company’s bonus 
commission contest. 





I. W. ROCKEY RESIGNS 
I. W. Rockey has resigned from the 
New Jersey Fire. He came there from 
the West where he was an agency su- 
perintendent. 
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PLAN TO COVER WAR RISKS 


THREE COMPANIES ISSUE FORMS 





Regular Accident Policies Do Not In- 
clude Liability for War Accidents 
—New Premium $50 





The regular accident and sickness 
policies do not cover active military or 
naval service in time of war, nor civil- 
ians engaged in work exposed to the 
war hazards. Three of the accident com- 
panies are, however, offering to cover 
all the hazards of unrestricted service, 
anywhere in the world, under a spe- 
cial policy form. 

The accident policies of all compa- 
nies contain the pro-rating clause, un- 
der which the benefits of the policy 
are automatically reduced where the 
insured is injured while engaged in a 
rore hazardous occupation, and most 
ef the policies also contain an elimi- 
nation as to war risk. 


What New Policies Cover 


The three companies issuing special 
forms of policies covering the war haz- 
ads are the Travelers, the Connecti- 
cut General Life and the Preferred. 
These companies insure for “un- 
restricted service” cther than aviation. 
‘he Travelers excludes aviation and 
submarine service. The premium in 
both cases is $5 for each $100, or $50 
for $1,000. The policies cover death 
and dismemberment due to bodily in- 
jury from accidental causes, including 
all the exposures of army and navy 
service in time of war or insurrection, 
invasion, punitive expeditions, etc. 


Makes War Service New Classification 


The Travelers has designated a new 
cecupation in its manual—‘Officers and 
enlisted men, United States Army and 
Navy’—under which the regular poli- 
cies would be pro-rated to this class in 
case the insured engaged in war ser- 
vice. This covers the hazards for $100 
premium for each $1,000 with $5 week- 
iy indemnity and for death and dismem- 
berment only, $50 for each $1,000. The 
limit of risk under this class is $5,000 
for officers and $2,000 for enlisted nien. 
Under this classification the benefits 
cf a regular policy would be pro-rated 
down to a very small sum. The pur- 
pose is to have the regular policies sur- 
rendered and re-issued under the new 
form in which the coverage is complete. 

This new class of the Travelers in- 
civdes “organized militia and volun- 
teers, active military or naval service 
anywhere in the world during war, in- 
surrection, invasion or punitive expedi- 
tions (aviation service not covered).” 

Until ordered or called out to sup- 
press insurrection, or resist invasion, 
or engage in war or punitive expedi- 
tions, the insured shall not be consid- 
ered as in “active military or naval 
service.” 

War correspondents, field surgeons, 
a»my nurses, Red Cross employes, and 
al! others employed at work in which 
there is an exposure to war hazards, 
cerry the same rates with limit of risk 
$..,000. 


Service in Foreign Armies 


The rates and limits are for officers 
and enlisted men of the army, navy and 
oiganized militia of the United States. 
For active military or naval service in 
the army or navy of countries other 
than the United States, rates are multi- 
piied by four, and the limit of risk is 
reduced to $500 for both officers and en- 
listed men. 

The benefits specified under 
Travelers new policy are: 

$1,000 for loss of life; $500 forloss of 
arm at or above elbow joint; $500 for 
loss of leg at or above knee joint; $333 
for loss of hand at or above wrist joint; 
$03 for loss of foot at or above ankle 


the 


Casualty and Surety News 





jc-nt; $250 for loss of entire sight of 
cne eye; $200 for loss of thumb and 
index finger of either hand; $1,000 for 
loss of both hands, or both feet, or both 
eves, Or one hand and one foot, as above 
stated. 


Maryland Casualty Waiting 


The Fidelity & Casualty Co. has a 
manual provision automatically pro- 
rating the war risks, making the face 
of the policy and the benefits on a 
basis of a $200 limitation. 

The Maryland Casualty has taken no 
special action yet, vice-president R. H. 
Thompson saying that time for consid- 
ering every phase of the situation will 
be necessary. 

The American Fidelity states that 
its manual provides that the Company’s 
liability shall be limited to $200 on 
policies with a single indemnity of $7,- 
500 for loss of life or proportionately 
under policies of larger or smaller de- 
nominations. The weekly indemnity is 
eliminated in war service. 


Danger in Unknown Hazard 


The Federal Life of Chicago has a 
war risk elimination clause in its poli- 
cies L. D. Cavanaugh, actuary and as- 
sistant secretary, says: 

“The reports for the past year show 
that many companies have lost money 
on their accident and health business. 
This would seem to indicate that the 
companies as yet have no real scientific 
basis on which to base their rates and 
the benefits given in their policy con- 
tracts. 

“It seems evident therefore that if 
under normal conditions we cannot de- 
termine to any degree of accuracy the 
hazard involved under an accident and, 
or health policy we should not attempt 
to determine it under abnormal condi- 
tions such as on risks engaged in mili- 
tary or naval service in time of war. 

“Our policies do not give any protec- 
tion while the policyholder is engaged 
in military or naval service in time of 
war and we believe that such a restric- 
tion is absolutely necessary in order 
to safeguard any company writing ac- 
cident and health insurance.” 


Prudential Has Varied Coverage 


The Prudential Casualty of Indian- 
apolis has no restrictions in its early 
policies as regards military or naval 
service, but the territorial limits ex- 
clude Mexico. Under such policies the 
National Guardsmen would be covered 
while on this side of the border. Other 
issues of policies exclude specifically 
military and naval service. But in the 
Company’s latest forms there is neither 
military or naval service limitation nor 
any restriction as regards territory, but 
the Company depends upon the pro- 
rating clause to take care of the hazara. 
In the Company’s manual a militiaman 
or soldier is classed as extra perilous 
not insurable and the principal sum 
limited to $560 with $2.50 weekly in- 
demnity. 

London Guarantee & Accident poli- 
cies are automatically reduced to $500. 


Covered During Mobilization But Not 
in Service 

The Ocean Accident says: 

(Continued on page 18.) 
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BOY GUARDIAN’S BIG BOND 


FOR LEE 





$2,500,000 PROTECTION 





$3,000,000 Bond Written Same Day for 
Administrators of Woerz Estate— 
Large Steamship Bond 





The National Surety Co. wrote nearly 
$6,000,000 indemnity in one day last 
week. The bonds were as follows: 

A bond for $2,500,000 for De Witt 
Lyon as guardian of William Crossman 
Lee, known as “the Poor Little Rich 
Boy.” 

A $3,000,000 temporary administra- 
tors’ bond for $3,000,000 in the Woerz 
(brewery) estate for Joseph McCloskey 
and Samuel Untermeyer, the latter be- 
ing the well known Wall Street lawyer. 

A stipulation for value bond of $335,- 
000 for the steamship “Ada.” The 
latter bond carried a premium that 
made the producer who landed it happy. 





DISBURSEMENT ITEMS 





How They Will Be Treated in Blanks 





of the Insurance 
Departments 
Since the last annual meeting of 


the Committee on Blanks of the Na- 
tional Convention of Insurance Com- 
missioners, the sub-committee has cor- 
responded with the various casualty 
companies of the country in order to 
determine just how certain disburse- 
ment items are being treated in the 
annual statement blank. This cor- 
respondence has been carefully exam- 
ined and submitted to the Committee on 
Blanks of the International Association 
of Casualty and Surety Underwriters. 
At a joint conference with this commit- 
tee, the undersigned sub-committee has 
decided to submit to the companies a 
new disbursement page containing in 
substance the following instructions 
and analyze such criticisms and sug- 
gestions as are made. The sub-com- 
mittee expects to thus prepare a dis- 
bursement page for the miscellaneous 
blank for 1917 which will meet the 
needs of the lines of business written, 
reflect the best thought obtainable 
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upon the subject and gain practical 
uniformity. 

(1) Medical and surgical attention in 
behalf of the policyholder in liability 
contracts shall be reported in line 3, 
page 3. Such expense incurred in the 
adjustment of a claim and in behalf 
of the Company shall be reported in 
line 18. 

(2) Line 18, page 3. “Investigation 
and adjustment of claims” shall include 
amounts for rent, home office salaries, 
legal expense, postage, telephone, tele- 
graph, printing and stationery, which 
are properly chargeable to investiga- 
tion and adjustment of claims. 

(3) In apportioning unassigned ex- 
penses between liability and workmen’s 
compensation business the following 
special rule is to be followed: 

One-quarter of the amount paid under 
settled suits during the calendar year 
shall be added to the amount of un- 
litigated liability claim payments dur- 
ing the calendar year and the ratio of 
this sum to the sum of the above and 
all workmen’s compensa ion claim pay- 
ments paid during the calendar year 
shall determine the amount chargeable 
to liability insurance. 

The assumption underlying this 
method is that it costs the same 
amount to adjust $100 of unlitigated 
liability claim payments as to adjust 
$100 of workmen’s compensation claim 
payments; also as much adjusting ex- 
pense is incurred in a litigated case— 
in addition to the legal expense—as in 
an unlitigated case and, as the average 
cost of a litigated case taken over a 
long term of years approximates four 
times the amount of the average cost 
of an unlitigated liability case, each 
suit settled shall be considered in this 
calculation for one-quarter of its aver- 
age cost or apvproximately the same as 
an unlitigated liability claim payment. 

(4) Line 32, page 3. “Inspections 
(other than medical and claim)” shall 
include amounts for rent, home office 
salaries, postage, telephone, telegraph, 
printing and stationery which are prop- 
erly chargeable to inspection service. 

(5) Line ——, page 3. “Salaries, 
traveling and all other expenses of pay- 
roll auditors” (new item) shall include 
amounts for rent, home office salaries, 
postage, telephone, telegraph, printing 
and stationery, which are properly 
chargeable to payroll audit expense. 





WON’T DEPOSIT SECURITIES 





Decided Cities of New York May Self- 
Insure Against Compensation With- 
out Guarantee 





The State Industrial Commission of 
New York has decided that it will not 
require guarantees in the form of de- 
posited securities to cover the liability 
of the cities for compensation to its 
employes under the amended workmen’s 
compensation law. This eliminates one 
important problem in the way of the 
cities undertaking to comply with the 
law by self-insurance. 
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What “Candor” Stands For 

The new publication of the Commer- 
cial Casualty Co., “Candor,” has made 
a hit with agents. The first issue ex- 
piains what Candor stands for as fol. 
lows: C for co-operation, A for aid, 
N for. news, D for development, O for 
o: ganization and R for results—a clever 
name. 

* ok ok 
Where Are the Wilson Literary Men? 

The Eastern Underwriter has receiv- 
ed a number of letters from insurance 
nien—particularly life insurance men— 
praising Hughes. What’s the matter 
vith the Wilson men? Have they 
writer’s paralysis? We expected to get 
a letter from “Jim” Hoey or John F. 
Curry, or some other Wilson men sing- 
ing the praises of their hero. 

_ * ca * 
To Home Office on Honeymoon 

Edward W. Heckel, a special at the 
Newark Branch, married Miss Hazel 
Ludlow, of Newark, 
showed how much he thinks of the 
Travelers by bringing her straight to 
the home office on their wedding tour. 
They came up in an automobile and 
spent Saturday and Sunday in Hartford. 
As though his visit were not convinc- 
tng enough Mr. Heckel bought some 
stock in the Travelers, and when some- 
body suggested that it might find its 
way to Mrs. Heckel’s top bureau 
drawer as a present from the groom he 
dic not deny it. 

Mr. Heckel traveled for the Sherwin- 
Williams Paint Co. for a number of 
years and came to the Travelers only 
last January. 

* + * 
Compensation Doesn’t Cover Laziness 

James Dominick, a laborer of Middle- 
town, Conn., probably understands the 
compensation law much better now than 
he did a short time ago, for he has 
learned as a result of a decision filed 
with the clerk of the superior court in 
that city, that the law is not intended 
to help the lazy and indolent. John 
broke his arm last winter while work- 
ing for the Brainerd, Shaler & Hall 
Company, and has been receiving com- 
pensation at the rate of $5 a week for 
almost four months. Finally the insur- 
ance company got tired paying this 
amount, especially as John had refused 
to accept employment at light work, at 
even better pay than he was receiving 
before his injury. His only excuse was 
that he was afraid if he once started 
work, that he would have to shovel coal, 
and thus injure his arm. He did say 
he would work if a lump sum settle- 
ment was made. His fears in this re- 
pect were soon relieved when Drs. 

hedel and Murphy appeared to testify 
at the hearing before Commissioner 
Donahue. They both told the commis- 
sicner that John’s arm would get well 
quicker if he did shovel a little coal, and 
used it more. Commissioner Donahue 
therefore has rendered his official find- 
ing in which he says that the compen- 
sation act was not intended to encour- 
age idleness and he therefore declines 
to order a lump sum settlement made 
with Dominick. 

+ * * 
Accident Dinner 

The recently formed accident under- 
writers association of Boston gave its 
first dinner on Monday night in the 
American House, Boston, and despite 
the torrid weather about 100 were 
present. 

D. Bishop, president of the associa- 
tion, made himself popular at the out- 
set by inviting everybody to doff his 


last week and. 








coat and the proceedings throughout 
were decidedly informal. 
D. Bishop said that this was their 


first get-together. It was an earnest of 
tLe enthusiasm which characterized 
the infant organization that so many 
sould responu to the call. It was only 
a few months ago that two men called 
at his office to suggest that some or- 
ganization, peculiarly for accident and 
kealth men, should be organized. These 
tvo men were Percy A. Goodale of the 
Preferred, and Harry E. Moore of the 
Massachusetts Bonding, and their pre- 


dictions as to such an organization fill- 


ine the proverbial “long felt” had 
been abundantly realized. They had 
nwow a membership of over 70 and they 
heped ultimately to make it over 300. 
Alex S. Browne, president of the Bos- 
tou Life Underwriters Association, 
brought the good wishes of that body. 

Other speakers were President Cor- 
win McDowell of the Eastern Casualty 
Cc. and Franklin J. Moore. Arthur 
Blake sang a song, which was voci- 
ferously assisted in the chorus, and 
Charles G. Gilman told two or three 
humorous stories. 


Plan to Cover War Risks 
(Continued from page 17.) 
policies are designated to cover loss or 
disability due to bodily injuries sus- 
tained solely through accidental means, 
but excluding such loss or disability due 
to war or any act of war while being 
upon an air ship or flying device. Mem- 
bers of the National Guard are covered 
for all accidental happenings normally 
contemplated by a policy of accident 
insurance, inclusive of accidents in 
camp or in transportation, but not in 

actual service.” 

New Amsterdam Casualty policies 
contain the war risk elimination clause 
and the Standard Life of Pittsburgh 
has war risk elimination also. 

The Metropolitan Casualty says: 

“Accident and health policies do not 
furnish coverage to the insured while 
engaged in active service, and, conse- 
quently, will. not cover service on the 
border or in Mexico. 

“Full coverage is afforded policy- 
holders while on duty in armories or in 
mobilization camps, but the insurance 
ceases upon embarkation for the front 
on active service.” 


The Fidelity & Casualty Co. defines 
its position on war risks as follows: 

“The situation at present is that 
members of the National Guard who 
are already insured in their civilian 
occupations, are not covered under the 
general terms of their policies for ill- 
ness outside the United States, Canada 
and Europe, nor for illness contracted 
or suffered while in military or naval 
service in time of war, nor for war 
risks, under either the accident or the 
health policy, as a result, any illness 
contracted or suffered in Mexico would 
be automatically excluded as would all 
the risks of actual war. Our present 
intention is to pay the claim if the 
illness occurs in the United States or 








SOLVING ACCIDENT PROBLEMS 


HOW BUSINESS HAS CHANGED 





Vice-President Page, of Travelers, Tells 
of New and Old Phases of Accident 
Underwriting 





At a dinner of the Boston Associa- 
tion of Accident Underwriters. this 
week, an address on the history and 
problems of accident insurance by Ber- 
trand A. Page, vice-president of the 
Travelers, was read by Percy V. Bald- 
win, manager of the Boston office of 
the Travelers. Mr. Page was prevented 
from being present by a slight accident. 

Mr. Page told how the Travelers was 
the only company to survive of over 
seventy formed immediately after the 
Travelers started in 1864. He attributed 
this to economic management and 
quoted an old manual which said: 

“The commission allowed to agents 

will be 10 per cent. of the gross amount 
of premiums received.” 
- Another interesting rule limited the 
policy fee to $1 and urged agents to 
charge but 25 or 50 cents, and even to 
omit the fee altogether rather than lose 
the business. 

The second accident company to sur- 
vive was the Knickerbocker Casualty, 
which later became the Fidelity & 
Casualty. 

Keeping Loss and Expense Down 

Mr. Page said the present day prob- 
lems of the underwriter of accident 
insurance are no different than those 
which faced the early underwriters, 
namely, that of keeping expenses and 
losses within bounds and showing each 
year a healthy increase in premium in- 
come. In all three problems, field rep- 
resentatives are directly and personally 
interested. All concede that the field 
is scarcely scratched, that where one 
thousand dollars of insurance is writ- 
ten, there is business representing at 
least ninety-nine thousand which is 
never approached. 

The present day policy apparently at 
least gives double the insurance of the 
contracts of fifteen years ago, said Mr. 
Page, but what is only fully appreci- 
ated by home office underwriters is the 
alarming increase in the hazards of life 
common to all, and directly and prin- 
cipally affecting the preferred classes. 
The use of automobiles alone has re- 
sulted in the case of some of the older 
companies in an increase in the loss 
ratio of fully 25 per cent. This coupled 
with frequent railway and steamship 
casualties involving the loss of hun- 
dreds of lives, with the attitude of 
courts and juries against insurance 
companies, the elimination from the 
policy contract of safeguarding provi- 
sions against fraud and disease, makes 
the problem of the home office under- 


writer of keeping the loss ratio within 
bounds an increasingly exceedingly dif- 
ficult one. 

Sub-Standard Risks Unsatisfactory 

“The problem of keeping losses witn- 
in bounds is one in which the agent 
is directly and vitally interested,” con- 
tinued Mr. Page. “Scientific under- 
writing in all branches of insurance has 
come to stay. I am advised that 75 
per cent. of the litigated cases in ac- 
cident insurance arise from the fact 
that there were misstatements made in 
the application. Selection of risks be- 
gins with the agent, and the representa- 
tive who fails to fully appreciate this 
falls short in his responsibilities to the 
insured and the company. 

“It is easier to build up and keep 
intact well selected business represent- 
ing $30,000 in premiums than two-thirds 
that amount on loosely written busi- 
ness, that is, a 10 per cent. lapse ratio 
on $30,000 in premiums represents but 
$3,000 in premiums to be replaced each 
year as against a 20 per cent. lapse 
ratio on $20,000 in premiums, represent- 
ing $4,000 in premiums needed to be 
replaced to keep the volume intact. 
There are sound fundamental and 
selfish reasons why the agent should 
waste no time in canvassing for or 
urging the acceptance of border-line or 
sub-standard risks.” 

Acquisition Cost Problem 

As to acquisition cost, Mr. Page said 
no agent could make a living on first 
year’s commission alone, and the at- 
tractiveness of the accident insurance 
line is due to the fact ‘that the same 
commission is paid on renewal and that 
accident insurance properly sold to 
risks properly: selected is usually con- 
tinued in force for many years, calling 
in the main for little effort on the part 
of the agent in connection with re- 
newals. 

Every underwriter necessarily puts a 
great deal of himself into his work 
because of the feeling that there is 
something more involved than simply 
the securing of proper rates and limits 
and the declination of risks not likely 
to prove a source of profit. 

Understanding that the handling of 
the difficult duties of his position with 
the least possible adverse effect on the 
business, the making of the reasons for 
adverse action on a case or for neces- 
sity for a higher classification so clear 
that the man at the other end will not 
only understand them but will accept 
the decision cheerfully, is an important 
part of his duties. This doctrine is 
kept ever before him and is something 
which the underwriter who hopes to 
give satisfactory service must con- 
stantly bear in mind. 

To be highly successful, it is neces- 
sary for him to bring into play qualities 
of consideration and tact. His work 
is one of education, and the effort ex- 
pended yields large return. 








if the accident happens either in the 
United States or Mexico from non- 
military causes. 

“As a matter of course, if any man 
leaves the National Guard and re-en- 
lists in the regular army, that is a 
definite change of occupation and will 
call for a pro-ration in accordance with 
the rate book, thus automatically re- 
ducing the insurance to very small 
amounts.” 

A special war rider is being used 
by the Company on all policies which 
reads: 

“This policy does not cover bodily 
injuries, death or illness caused by war, 
acts of countries at war, or by condi- 
tions arising from a state of war.” 





C. A. CRAIG, President 





W, R. WILLS, Vice-Pres. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 








CITIES MISINFORMED 

It is evident that there is much mis- 
information being circulated among the 
New York State cities as to the rates 
that the liability companies will charge 
on workmen’s compensation insurance 
covering the cities’ employes under the 
recent amendment to the act. The 
lccal papers of these cities say that the 
companies will charge variously from 
fifty to 200 per cent. more than the 
State Fund, or more than it would cost 
under a self-insurance plan. 


PREFERRED APPOINTMENTS 

The Preferred Accident last week 
made the following agency appoint- 
ments in New York and New Jersey: 

Weller & Townsend, agents for ali 
lines in Middletown, N. Y. 

William D. Nolan, agent for all lines 
in Somerville, N. J. 

Charles H. Lyman & Sons, agents 
for all lines in Plainfield, N. J. 

J. J. Thomas, agent for all lines in 
Trenton, N. J. 








J. McKearney, sales manager of the 
Hilton Contracting Co., Trenton, N. J., 
will represent the United States Casu- 
alty Co. in Trenton, 
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Special Talks With Local Agents 
































One of the biggest oppor- 

Insuring tunities ever offered to 

New York local agents in New York 
Cities presented itself June 1, 
when the New York State 
ccmpensation law was amended com- 
pelling the cities, towns and villages to 
provide insurahce protection to cover 
their liability under the changed work- 
men’s compensation act. The municipal 
organization or local government im- 
mediately became liable for payments 
en account of disability or death to all 
eivployes in every capacity except the 
merely clerical. 

The quickest and easiest way for the 
small city to meet its obligations in 
this matter was for it to secure protec- 
tion through the casualty companies. 
As a matter of fact, only a very few of 
the cities have taken any action so far 
and the opportunity for the local agents 
still remains. . 

The enterprising agent who wants to 
land a compensation contract for his 
company and secure the credit of insur- 
ing his home city, should immediately 
get all possible information, including 
sub-divisions of the city payroll so that 
the separate hazards can be estimated 
as with any regular compensation risk, 
and forward the information to his com- 
pany with a request for ratings and 
possibly a flat rate, which is more 
ezsily understood by the insured. The 
tendency of the cities will probably be 
to adopt self-insurance, but the smaller 
cities will incur a considerable expense 
in that way, because of the necessity 
of establishing a separate department 
to handle claims and the considerable 
routine. This business should go to the 
companies even if there was a division 
among the local agents of the business 
involved. 

a * La 

“The experience of the 
A Month companies shows,” says 
for Burglary the “Fidelity Journal’ of 
Business the Fidelity & Deposit 
Co., “that these months 
are unusually prolific of burglaries and 
thefts, and in a five-minute interview 
aimost any good business man can be 
convinced of the wisdom of protecting 

himself through burglary insurance. 

“The abnormal number of losses oc- 
curring in the vacation months is due 
ir. part to houses left vacant and in 
rart to houses left with doors and win- 
dows open through the days and even- 
ings of the summer months. It is the 
simplest thing in the world for the 
sneak-thief or the porch-climber or the 
burglar to ply his trade under such 
conditions. 

“Take advantage of this—point it out 
to every client and sell him a policy. 
If your client is a business man and 
ycu present the matter properly, you 
are almost certain to make a sale. 

“Burglary business sticks, and you 
will find the renewal commissions very 
acceptable.” 


* * * 
T. J. Falvey, president 
Makinga of the Massachusetts 


Strong Point Bonding and Insurance 
of Service Co., says: “To build and 
hold an insurance busi- 
ness to-day it is necessary to heed the 
ccenstant call of progress. It is neces- 
sary to adapt the service offered and 
the methods of transacting business to 
every need—every whim, if you choose 
—and every legitimate desire of the in- 
suring public. It is necessary to create 
an atmosphere of progress and up-to- 
dateness that will jibe with the spirit 
of the times. 

“Simple expedients often serve with 
unexpected success to accomplish this 
end. It appealed to the commuter to 
heve a trolley-car take him on at the 
end of his own street, although the 
walk to the station was undoubtedly 
geod for him, did not truly inconvent- 
ence him, and he could ride more com- 
fortably on the train. Similarly it ap- 
reals to the ‘prospect’ to lay before him 
bis application for accident, burglary, 








automobile, plate glass, or other insur- 
ance wholly or in part completed, and 
requiring little more than his signature. 
lt is the novelty—the newness—the evi- 
dence of progressive methods—that 
largely counts. And similar expedients 
are adaptable to all phases of the busi- 
ness—renewing, billing, collecting, and 
ail details where interested service 
mey be made evident. 

“It goes without saying that all of 
this must be but a top layer resting on 
a solid underpinning of true fundamen- 
tai service—service in properly diag- 
resing and filling a client’s needs—ser- 
vice arising from true ability in rating, 
underwriting, and all details of placing 
and renewing risks.” 

* ae . 
There are seasonal pros- 
Three Kinds pects in accident insur- 
of Summer ance, and the early sum- 

Prospects mer months. suggest 

June brides, graduates 
ard the vacation seekers. These sug- 
gestions are made by the “Standard 
Ceg” of the Standard Accident of De- 
tioit, with the following summary of 
the particular features applicable to 
each class. 

The June bridegroom, just entering 
upon his new responsibility with a new 
view of life; with an added incentive 
to do real things and to master real 
problems. He faces now the added re- 
sponsibility of protecting not only his 
own comfort, but the necessity and the 
comfort of a bride. 

The graduate from high schools, col- 
leges and universities. For these young 
men hereafter life will be real; life 
will be earnest. Start them right on 
the road to success, and grow with them 
as their income increases from year to 
year. A small policy now—a big policy 
in years to come. The first business 
duty of these new men is plain. Show 
them the way to our regular depart- 
ment’s protection. 

The vacation seeker will begin his 
activity in new and untried places and 
pastimes. Watch the men leaving the 
down-town offices of our railroad com- 
panies with their pockets bulging with 
literature descriptive of the  play- 
grounds of America. These men are 
preparing to assume added hazard of 
accident and health. A change of 
scene; a change of activity; a change 
of mode of life and of water; if there 
is any time in life when protection is 
needed, this is the time. Act now while 
that impulse is upon him. 

When you are not busy with any of 
the above, try your luck with any other 
business men in your town. It cannot 
do any harm, and it might do us all 
much good. Give everybody a chance 
to say yes to our splendid accident or 
disability proposition. 

+ * * 


From the blood soaked 


Casualties war fields of Europe the 
in a Land reports of casualties are 
of Peace’ so horrible that they are 


almost unbelievable, yet 
what may be termed the “casualties of 
peace” in our own country, says the 
Preferred Accident Co. in “The Prefer- 
red Pilot” as shown by the casualty list 
cf the United States, are startling. 

One injured every three seconds; 
one killed every nine minutes; eleven 
millions injured—fifty-seven thousand 
killed a year. Over $1,575,000,000, an- 
nually lost through disability. 

While the number of casualties are 
appalling now the next year they will 
be still more appalling. 

Increased number of vehicles, espe- 
cially motor vehicles—the negligence 
and high speed mania of their drivers, 
the street cars rushing through streets 
crowded by reason of increased busi- 
ness activities, the negligence and 
thoughtlessness of individuals, are 
aniong the contributory causes to in- 
creased hazards. The record of fatal 
automobile accidents evidences a rapid 
and alarming increase of hazard from 
this source alone. 





A Strong Casualty Company 


ACCIDENT PLATE GLASS 


AUTOMOBILE 


GEORGIA CASUALTY COMPANY 


MACON, GEORGIA 


Surplus and Reserves as to Policyholders over $1,000,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office 


W. E. SMALL, President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





Established 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 





1869. 











HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec 
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BOSTON 
Paid-In Capital $2,000,000 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts BondingsInsurance Company 





T. J. FALVEY, President 
Write For Territory 











The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William Street, New York City, N. Y. 
ANNUAL STATEMENT, DECEMBER 31, 1915 






BOE oiiwosccnccesseserscnnvesesescene . + -$12,726,400.64 
Liabilities . «++ 8,576,859.03 
SE ceuvivesuerhtesuns 1,000,000.00 
Surplus over all liabilities.............sseseeeeees +++ 35149,541.61 
Losses paid to December 31, 1915.......--seceeececceeseeeees 52,159,863.76 


This Company issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, 
Health and Disability Insurance; Burglary, Larceny and Theft Insurance; Plate Glass In- 
surance, Liability Insurance—Employers, Public, Teams (Personal Injury and Pro y 
Damage), Automobile (Personal Injury, Property Damage and Collision), Physicians, Drug- 
gists, Owners and Landlords, Elevator, Workmen’s Compensation—Steam Boiler Insurance; 





Fly Wheel Insurance. 








“In 1909 the death registration area 
of the United States contained 56 per 
cent. of the population. That year fatal 
automobile accidents numbered 632. 
The same area in 1914, five years later, 
had 2,623 such deaths, an increase of 
over 400 per cent. The registration 
area established in 1913 contained 65 
per cent. of the population. This in- 
creased area showed 2,488 deaths in 
1913, and 2,795 fatalities in 1914.” 

With the progress of our country the 
sources of accident are constantly mul- 
tiplied and no amount of painstaking 
care will render any man immune; let 
him be as watchful and careful as man 
can be he has not the slightest protec- 
tion against the results of negligence 
ard carelessness on the part of others. 


The Employers Liability - 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
4IABILITY, STEAM BOILER, ACCIDENT. 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage: 


Employers’ Liability Building, 
83 Broad Street, Boston, Mass. 
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Join the Foremost 
General Agency in the World 


XPERIENCE shows that this is the one 
way for an agent to make a big income 
in Disability Insurance. 


Here you breathe in success and achieve it. 
Here you learn how. 


Here you and your client are absolutely 
protected. 


Many have done it and succeeded. 
Many more can. 


WE WANT MORE AGENTS 
Our Premium Income Exceeds $1,500,000 


E. E. CLAPP EDWARD GRIFFITH 


E. E. CLAPP & CO., Managers 


The Fidelity and Casualty Company 
of New York 


For New York, New Jersey, Massachusetts and Rhode Island 
90 William Street New York 
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“The Leading F ire Insurance Co. of America” 





Incorporated 1819 Charter Perpetual 


‘Etna Insurance Company 


HARTFORD, CONN., U.S.A. 


WM. B. CLARK, President 


CASH CAPITAL $5,000,000.00 
RESERVE FOR ALL OTHER LIABILITIES = 12,300,739.09 
NET SURPLUS 
ASSETS 


eee eee eee wee eee eee eens 


7,423,298.15 
24,724,091.24 
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/ETNA FIRE UNDERWRITERS AGENCY 


HARTFORD, CONN., U.S. A. 


The AZATNA INSURANCE COMPANY offers the protec- 
tion of its Policies through the further medium of the 
Etna Fire Underwriters Agency. 





























ONE OF THE BEST FORMS OF 
INSURANCE EVER DEVISED IS THE 


Equitable’s Life Income Policy 


EMBODYING A 
NEW DISABILITY CLAUSE 


TILL LL 








Under this latest form, if the Insured be- 
comes totally and permanently disabled he 
rece:ves an income for life, without reduc- 
ing the income payable to the Beneficiary 
after his death, any sums thus paid to him 
being in addition to and not in place of the 
income the Beneficiary will subsequently 
receive. It isa form that may fairly be said 
to sell itself. Those seeking the latest and 
best in life insurance will do well t 

4 investigate. 3 “4s 
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THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 
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NATIONALUNION 


Fire InsuRANWCE Co 
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INTEGRITY IN BUSINESS 





Greater even than Service—it embodies 
Good Faith—Dependability—Square Dealing. 

Implies respect for the rights of others, 
and insistence upon just due. 

Expects no tribute, and asks none. 

Gives assurance to the insured and pro- 
tection to agents, which makes for self respect. 

In the whole lexicon of words, there is 
none more potent in business than 

INTEGRITY 

one of the watch-words which governs NATIONAL 
UNION activity and makes this THE Company for 
YOU to represent. 

















